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The best things in life 
are always based on SAT- 
ISFACTORY and ECO- 
NOMICAL SERVICE. 





you sell 

your cus- 

tomers heat- 

ing satisfaction 

that they would be 

willing to pay much 

more for if they had to. 
That’s why they build business 


a” HE Heating of Your Home” is a 
very interesting book that you 


should pass out to your prospects. 
We will send you a supply if you say 
so. The other book illustrated is the 
Success catalog. It contains 32 pages 
of illustrations and description of the 
Success Heater line. Write for copy of 
this catalogue. 
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Play Ball! 


ATCH the batting average of Mueller dealers 
this summer! They’re hitting more home rurs 
than ever before. 


Sales organization-——team work— is the secret of 
Mueller success. 


Instead of trying to play a lone hand against competi- 
tion, the Mueller dealer teams up with the factory 
organization that is behind him. He gets many valu- 
able ‘‘assists” that keep the other fellow from scoring. 


The Mueller Sales Promotion Department and En- 
gineering Department can always be depended upon 
to come through when their help is needed. 


If you want a crack at the 1926 Sales Pennant, don’t 
wait any longer to sign up. If you already are a 


Mueller dealer—play ball! 


L. J. Mueller Furnace Co. 
193 Reed Street Milwaukee, Wis. 


Makers of Warm Air Furnaces, Steam and Hot Water 
Boilers, Tank Heaters, Garbage Burners, etc. 


WAREHOUSES: Boston, Baltimore, Detroit, St. Louis, St. Paul, 
Minneapolis, Ft. Collins, Colo., Salt Lake City, Seattle 


== Tons of Coal Cheaper 


eanier to sell than to sell aqainst 
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Mueller Double Radiator 
Furnace—a self-dlean- 
ing, warm air furnace 
with more direct heat- 
ing surface than any 
other furnace of equal 
Erate area 












Convector—the Mueller 
heating system with 
out pipe. Straight air 
passages—gentle elr 
culation 100,000 sat- 
isfied users 
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OAKLAND 
CIRCULATORS 


sell quickly 
at a good profit 


HERE are hundreds of people in your com- 

munity who cannot afford high priced heat- 
ing equipment. Sell them the Oakland Circu- 
lator. It is a real parlor furnace — beautiful, 
efficient, economical, and priced to attract the 
man who counts his dollars. There’s real money 
to be made by the dealer who goes after Oak- 
land Circulator sales. 











SPECIFICATIONS 





HE Oakland Circulator furnishes real, 
solid comfort in zero weather. You 
will find it easy to sell—and our discounts 





Bay 26) che insure a long profit. Write today for com- 
‘ Depth—184 inch plete information, prices and discounts. 

Fire Barrel (at top) —134x20 inches. 

Floor Space Required—26}x44 inches. 


Grate Te sel inches. 
Fire Door Upening—84$x154 inches. 


Depth Fire Pot 10 inches. OAKLAND FOUNDRY 


pie . omy 8 weet J Con floor)—7 inches. 
— e Pipe ar—7 inches 
ipping Weight (Crated)—438 pounds. COMPANY 
Fk we dhe Grain Mahogany, Biack and Nickel trim. 
Belleville ‘ ‘ ‘ ‘ Illinois 


Published Weekly by American Artisan and Hardware Record, Inc., 620 South Michigan Avenue, Chicago, Illinois. 
Entered as Second Class Matter June 25, 1887, at the Post Office at Chicago, Illinois, under act of March 3, 1879. 
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WEIR FURNACE 
San 67890 | 


GUARANTEED WHEN INSTALLED 
\O1010)518)1\ Cum meme. | 


oe 187-1510 O10)8) 21 
S) 74 oe 910 
WARM & COLD AIR 
ULATION 865. Sq. In. 
B. T. U. CAPACITY 119347 
THE MEYER FURNACE CO. MERS, 
PEORIA, ILLINOIS 


CIR 














Ce rtifred 


IS brass plate which is permanently at- 
tached to the front of each WEIR furnace 
is an exclusive WEIR feature. 


And like all WEIR features it means some- 
thing—to all concerned. 





In this case it means that we are sure of WEIR 
quality and that both you and your customers 
can also be sure of WEIR quality. 


Just think what it means to be able to point 
to this proof of efficiency on the furnace you 
show your prospects. When you begin to real- 
ize that it is truly easier and more profitable 
to sell high quality warm air heating service 
you will turn to the WEIR. 


The ‘‘ WEIR Book of Facts’’ 
is still a “‘best seller’’—but 
we don’t sell it—just tell us 
to send you a copy. 






| 


WEIR without 
“* The a 
furnace peer’”’ 


CheMEYER FURNACE Co. 


Peoria-Illinois 


AND HARDWARE RECORD 
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RisAG RA 


FURNACES 





re 


Earned Popularity 


35 years of experience stand behind the 
Niagara Furnace. 


Accuracy and uniformity of manufacture 
are obtained such as is possible only thru 
long years of experience and unlimited 
facilities. 


Our Laboratory tests every step from 
raw materials to finished product. 


Every furnace is mounted and assembled 
before leaving our plant, to ensure 


proper fit. 
A NIAGARA installed in the homes of 


your customers gives 


100% Comfort 
Economy of Fuel 


The Forest City Foundry 


and Manufacturing Co. 
1220 Main Avenue 


Also Manufacturers of Monarch Furnaces 











Say you saw it in AMERICAN ARTISAN—Thank you! 
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Convenience of Operation 
Freedom from Repair 


Cleveland, Ohio 
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Creating a Demand For 
ae SMOKELESS Heating 


Few people realize that SMOKE is FUEL. Smoke 
is composed largely of carbon which is rich in heat 
value, and allowing it to escape unused up the flue 
means a serious waste of fuel. 








We are telling the public, through the medium of the 
SATURDAY EVENING POST, of the high cost of smoke, 
and how this waste can be eliminated by installing the 
SUPER-SMOKELESS Furnace that burns its own smoke. 


This advertising is creating a big demand for SUPER- 
SMOKELESS Furnaces. The dealer who sells them is in 
a distinct class—actually above competition. He can 
increase his business and get good prices for his work. 





It will pay you to write TODAY for full information about our 
Exclusive Dealer Proposition and Utica Merchandising Plan 


UTICA HEATER COMPANY 




















a of Boy, £ Bn ‘Pioneers in Smokeless Combustion”’ 
eee EVENING POST UTICA, N. Y. . CHICAGO, ILL. 
OIL BURNING COAL BURNING 


We Make a Full Line of OIL FURNACES 
Designed as Complete Heating Unit 





Si Sei Quaker Oil Furnaces can be sold completely installed with burner 
re tanks, pumps and ready to fire at a price less than the cost of a 
good mechanical oil burner. 


The Quaker Burner is built into the furnace; it is in reality a gas 
burner and will burn city or natural gas as well as gas generated 
by the oil. 


The whole heating unit is simplicity itself. 


ANY FURNACE MAN CAN INSTALL 
QUAKER OIL FURNACES 


We also make a full line of coal burning furnaces, well known to 
the trade for over thirty 
POS OSSS82820822808248 288008888 


years. ; 
QUAKER MEG. CO., 


: . 1: 
The combined line of coal 4 215 A N. Michigan Ave., Chicago, Illinois 
and oil furnaces makes our ; Send literature and dealer proposition on 
dealer proposition the best 4 your [) coal—Q oil furnaces 
in the heating business. i 
: Name 
Send for 
‘ i Address 
literature today j; 
§ City State 
| 


a ae ee ee eee ee 
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Mention AMERICAN ARTISAN in your reply—Thank you! 
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The furnace that 


-——— will make your 
profits grow— 


TUDY furnace construction more thoroughly 

than you have been and see if it isn’t a fact 
that the men who do the most business and make 
the most profits are the men who sell HIGH 
QUALITY furnaces. 


“HOME COMFORT” 


Steel Furnaces 


have been making satisfied customers and bigger 
profits for warm air heating contractors for many 
years for just one reason—QUALITY. This illus- 
tration shows the action of the “Home Comfort” 
gas and soot consuming feature. This is just one 
of the several new improvements on this favorite 
furnace and just one of dozens of real features that 
appeal to the man who wants a furnace that will 
give more efficient and longer years of the best type 
of service. 


Write today for our complete catalog and 
our booklet—“The Joy of Home Comfort” 


ST. LOUIS HEATING COMPANY 
2901-11 Elliot Avenue St. Louis, Missouri 


PITTSBURGH DISTRIBUTOR 
Wagener Bros., 3605 East 


























\. 
Easy To Install 


O guess work— 
no wrestling 
with ill-fitting 
parts. Every 
Vernois Furnace 
is completely 
mounted in our 
assembly room 
before it is crated 
for shipment, so that 
perfect fitting is as- 
sured and can be set 
up with a minimum 
outlay of time and 
labor. 


VERNOIS 


Pipe and Pipeless Furnaces. 


give wonderful heat- 
ing service and make 
the dealer who sells 
them “solid” 

with 

owners. 

into 

with us at 

once and learn 

why the Ver- 

nois has them 











KRUSE OIL FURNACE °°" 
ee Sa ean iat 
coetrctd to we ol—efcietly und economically MT. VERNON FURNACE & MFG. CO. 





feo pected walled ctadl eopetrestion, tubular design, and immense heating sur- 
Serine aaeaniti ante tunika: sopeciiliniad) 
for dealers. 


Write today aod details on this and on 
regular welded steel coal burning furnaces. 


KRUSE COMPANY 


Welded Steel Furnaces 
INDIANAPOLIS INDIANA 


MT. Pore ILL. 
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The ‘“‘“GEM” of the World 


the 
LIGHTNING 
SALES PRODUCER 


BECAUSE 
OF 
THESE REASONS 


Read these facts--then compare the 
‘“‘GEM” with the average competi- 
tive priced furnace and you'll see 
why it sells so fast. 


“GEM” radiator—made by a new, better 
method of moulding with green sand core. 
Better quality and absolute uniform thick- 
ness. One-piece. 

“GEM” combustion chamber is designed cor- 
rectly, heavy and properly proportioned. 
Immense heating surface. Large double feed 
door has seal-tight flange at top and bottom 
—insures absolutely gas-tight joints. 

“GEM” fire-pot is in two pieces with the 
lower pot slotted. Extra heavy and extra 
deep tight joints. Ribbed pot if desired. 

A good sized water pan with hinged lid. 
“GEM” grates are clinker proof, easily oper- 
ated and the most reliable on the market. 
Lever shaker handle puts action into entire 
grate. Also furnished with triangular bar 
grates if desired. 

Large, correctly shaped ash pit and solid one- 
piece base ring attached. 

Every “GEM” is OVERSIZE—measure them 
and see for yourself. 

The “GEM” is easy to case—plenty of room 
to attach casing to front to make quick and 
perfect fit. 


The quality of the ““GEM”’ is far 
above its price—the secret is greater 
production with new methods—by 
a large reliable manufacturer with 
many years of successful experience. 


Write for ‘‘GEM”’ agency details NOW. 





ROBINSON FURNACE CO. 


205 W. Lake Street 


SS Wy, 


S 


7 [\\ 


Chicago, Iil. 
BS 


AS 
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Cleaning Furnaces this 
NEW QUICK WAY 
Increases Your 


PROFITS 14 — % 


OW furnace men are increasing their profits '/2 

to 2/3 by using this new quick method for clean- 

ing furnaces and ducts. One man can clean from 5 to 

8 furnaces a day and do a more thorough job with 

the Sturtevant Portable Furnace Cleaner— it's the 
biggest time and labor saver on the market. 


Right in your vicinity there are hundreds of fur- 
naces that should be cleaned before fall. Get one of 
these cleaners and handle a larger volume of cleaning 
business. Offer your customers a quick and thorough 
cleaning service. You can make a splendid profit on the 
cleaning alone, which will more than pay for the cleaner 
in a short while, and you'll have a chance to make 
another profit by selling new furnace parts if any are 
needed or new furnaces if the old ones are badly worn. 


The Sturtevant Portable Furnace Cleaner is sim- 
ply and ruggedly built, has a powerful suction, is easy 
to handle, and can be operated from an ordinary 
electric light socket. Complete set of suction tools and 
brushes are supplied with cleaner. Write for further 
information on this machine. Use the coupon below. 


HYDE PARK, 
BOSTON, MASS. 





B. F. Sturtevant Company, 
Hyde Park, Boston, Mass. 


Without obligation to me, send along further informa- 
tion and price on the Sturtevant Portable Furnace Cleaner. 
Name ... _ WeeerTrretrritrririirritT TY tir re 
CS a eee ee he eeeaneeeecendsn es denen senna 

eemccccseccsecse State 


"1687 
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No SOOT No SMO 
With The 


RoBINSON SMOKE CONSUMER 





F VERY Up-to-date Home is a Logical 
Prospect for ROBINSON'S SMOKE 
CONSUMER—Made to Fit Any Size 


Furnace. 


Easy To Operate— 
Moderate in Price— 
Easy to Install— 
Saves Fuel 













Robinson 
Smoke Write for 
Consumer full 
In nf . 
Operation information 
today 
The A. H. Robinson Co. 
Makers of ROBINSON 


STEEL FURNACES 
5103 Detroit Ave. Cleveland, O. 
PATENTED 











EORIA 


Wood Faces 








No Other Wood Faces 
Are Made Like Peoria Wood Faces 


PECIALLY designed machinery is used in the manufacture of 

Peoria Wood Registers. This gives them a perfection never 
before obtained in Wood Faces. 
Only the best grades of wood can be used in Peoria Wood Faces 
because of their special method of manufacture. Peoria Wood 
Faces are always level—always tight—always properly glued and 
set—they are unbeatably strong. 

Write today for circulars and prices 


PEORIA WOOD REGISTER CO. 





PEORIA, ILLINOIS 








FURNACE —~ 


. GUARANTEED 
PERFECT FIT 


> REPAIRS A 


Large Complete Stock 


a Accurate Prompt Service 


E . Niu tan con camasolN i 


L—— BOILER—— 








BOLTS 


WE MANUFACTURE A COMPLETE LINE 
OF BOLT PRODUCTS, INCLUDING STOVE 
BOLTS, CARRIACE BOLTS, MACHINE 
BOLTS, LAG BOLTS, NUTS, ETC. ALSO 
STOVE RODS, SMALL RIVETS AND 
HINGE PINS, CATALOG ON REQUEST. 














THE KIRK-LATTY MFG. CO. 


1971 W. 85th St. Cleveland, O. 











IRON AND WOOD 


STOVE PATTERNS 


QUINCY PATTERN COMPANY 


QUINCY, ILLINOIS 





PATTERNS 











FOR STOVES AND HEATERS 1x Woop ana ion 
VEDDER PATTERN WORKS ‘“*";.;°"*° TROY, N. Y. 





PATTERNS ino neaters 


THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 








Don’t Forget These Dates! 


July 30th & 31st 


You are to go to— 
COLDWATER, MICHIGAN 


for the— 


ANNUAL OUTING 


of the Michigan Sheet Metal and Roofing 
Contractors’ Association 


Write to Frank Ederle, Secretary, 1121 Franklin Street, S. E. 
Grand Rapids, Michigan 








Say you saw it in AMERICAN ARTISAN—Thank you! 
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ne Hundred Per Cent 
Free Air Capacity without loss of 
strength or attractiveness 


y“ never saw a hiner piece of Register work—a better balanced job of designing 
than that found in this register. 


This improved model while having the enlarged openings to allow 100% Free Air 
Capacity, is nevertheless strong and exceptionally neat in appearance. 


The Improved STEARNS REGISTER 


is the only register made that possesses an operating device that does not rely on 
springs or tension to be effective. The operating device on the STEARNS 
REGISTER is very simple and most effective. It is exclusive with the STEARNS 
and is fully covered by patents. 

The Register comes in all the standard sizes and finishes. STEARNS finishes are of 
the highest quality. All the regular electro-plated finishes can be had and also the 
popular lacquer finishes such as Brush Brass, Antique Brass and a perfect replica of 
Oxidized Copper. All lacquer finishes sell on same list price as White Japan. 

Our new factory has increased our production facilities. Let us tell you how our 
selling plan saves you money. 


Write today for catalog and prices 


STEARNS REGISTER COMPANY 
1234 Mt. Elliott Ave. Detroit, Mich. 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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AN ACHIEVEMENT 


An explanatory note regarding service to readers of AMERICAN ARTISAN. This yw 
is now nearing the completion of a half century of service. For almost fifty yeors i 
catered to the needs of the men in the industries which it represents. At no time during 
its long and succe. career has Ammnican Artisan been in a better position to render 
complete, adequate service to its readers than it is ye In addition to the matter con- 
tained in our regular weekly publication, we maintain 

| owr readers. If you have a problem to solve, we courtenun ta aa to submit it to us 
| for solution. In what better way can we learn of your problems than from you direct? 


e Departments for the use of 
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Five Reasons Why 


N° register has ever had the backing of stronger 
selling points than those behind the T&B 


Cobble Face. i 


Here are a few of them: 





Style 80 
Cobble Face Register 











1. A face with a non-slip grip. 
aS a . ; ; £ 
2. An artistic finish of Tanbo antique which wears 
PATENT APPLIED FOR and wears and wears. 


3. Aclose fit with the floor. The rolled edge makes 
a smooth joint. 


. 4. Matches the Cobble Cold Air Face, Style C. A 


harmonious whole for the home. 
5. Reduces the stock you carry and brings you quick 
turn-over. 
Write us and we will gladly give full details regarding 
T & B Cobble Face Registers, Style 80, also Cobble 
Cold Air Face, Style C. 
TUTTLE & BAILEY Mrs Co. 


Makers of Registers for 80 years 


1123-29 West 37th Street, Chicago 








36 Portland Street, Boston 441 Lexington Avenue, New York 
704 East 18th Street, Kansas City Bridgeburg, Canada 


T& Registers k 


and Grilles 


When writing mention AMERICAN ARTISAN—Thank you! 
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To Support Your Selling Efforts 
nm 


Here is an advertising campaign that is building sales for every contractor who is 

pushing the Sheet Steel business—garages, building equipment, ventilating systems - 
or roofing. This campaign, to more than 10,000,000 subscribers, is reaching 4 
worth-while buyers right now in your town. 


YOUR DIRECT MAI 














The committee has prepared a complete set of business 


getting sales helps, newspaper advertisements, circulars 
and booklets. Send for samples. 


SHEET STEEL TRADE EXTENSION COMMITTEE 
OLIVER BUILDING PITTSBURGH, PENN. 


ae ~ —_—a “a This trade-mark stenciled on 
ig galvanized Sheet Steel is definite 
x os x “a insurance to the buyer that every 
S re fe a Ti | 7 J E ¥ [ae =—s sheet so branded is of prime quality 
en ae —full weight for the gauge stamped “ 
c = a. the sheet—never less than 28 gauge—a 
F © R S, E RO — I / that the galvanizing is of full weight and 
~ quality established by the Sheet Steel Trade Ex- 
tension Committee specification. 


Say you saw it in AMERICAN ARTISAN—Thank you! 
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Oxy-Acetylene Welding of Copper and 


Its Possibilities 


Molten Copper Has Affinity for Oxy- 
gen — Metal Deoxidized by Poling 


By S. W. Miter, Union Carbide and Carbon Research Laboratories, Inc. 


EXT to iron, copper is the 
most important industrial 
metal, and its use, both in the pure 
state and in such alloys as brass and 
bronze, is very great. 
The process of refining copper 
during its manufacture is of inter- 





est as explaining the difficulties in 
welding it, which have been re- 
ferred to in welding literature since 
the early days of the process. 
After the preliminary processes 
that remove the gold, silver, and 
other valuable elements, as well as 





Fig. 1. Average view of the distribution of copper 
oxide in commercial copper plate. 


the undesirable ones, the copper is 
further prepared for casting into 
pigs. As it has a strong affinity for 
oxygen when molten, the copper 
becomes saturated with oxygen 
during the melting, and, if cast in 
this saturated condition, the pigs 








Fig. 2. Average view of the structure of commer- 
cial copper plate showing the distribution of the cop- 
per oxide. 

Fig. 3. A general view of the distribution of the 
copper oxide in the base metal just below the weld 
metal. 

Fig. 4. View within the area in Fig. 3 at higher 
magnification showing that the oxide has formed 
around the grain boundaries of the copper. 

Fig. 5. Another view of the oxide at the grain 
i §} boundaries just beneath the weld. on! Mat aE: 
Fig. 6. The svecimen from which Fig. 5 was ob- 
tained was bent slightly. The result was that the grain outlined by the oxide dropped out. Fig. 7. Commercial copper 
welded with a bronze welding rod. The first ruptures are at the grain boundaries ot the copper. Fig. 8. Commercial cop- 













per welded. Fig. 9. This shows the location of the final frac.ure in welded commercial copper tested in tension.. Fig. 10. 
A general view of copper weld bronze metal made with a welding rod containing about 1.0% silicon. Fig. 11. An average 
view of copper plate deoxidized with silicon. There are no copper oxide inclusions. 
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will be brittle, the center of their 
top faces will be lower than their 
edges, and the pigs will have a bad 
appearance and fracture. 

This is overcome by stirring the 
melted bath with poles made of 
green wood, the process being 
called poling. If poled too long, 
the pigs will rise in the center, and 
will be porous. When the poling 
is carried to just the right point, the 
pigs will have a flat surface, neither 
concave or convex, and will still be 
free from porosity. Such copper is 
called “tough pitch.” This mate- 
rial, the usual commercial product, 
still contains a considerable amount 
of cuprous oxide, Cu,O, and, due to 
the presence of this oxide, has a 
peculiar property when hot, in that 
for some distance below its melting 
point it is brittle and cannot be 
hammered or rolled, the maximum 
working temperature being a dull 
red. This brittleness is a maximum 
just below the melting point, at 
which temperature the copper has 
practically no strength, so that just 
after the welding operation is com- 
pleted, if there is any stress at all 
in or near the weld, cracks appear 
in either the weld or base metal, and 
as they cannot be welded the opera- 
tion is a failure. 

The same general statements are 
true when either ordinary brazing 
or bronze-welding of copper is re- 
sorted to, though the damage is not 
so great in these cases. It is very 
easy to overheat copper in either 
way, and reduce the resistance of 
the joint to a point that is danger- 
ous where high strength is needed. 

Much effort has been wasted in 
trying to correct this trouble by the 
use of special welding rods contain- 
ing various deoxidizers. But it has 
very seldom been recognized that 
even if the weld metal is clean and 
strong, the damage is still present 
just next to the weld in the base 
metal. 

About four years ago the author 
made a series of tests of copper 
welding rods containing such de- 
oxidizers as silicon, manganese, 
aluminum, phosphorus, and varios 
combinations of them. Some of 


them seemed to work well under 
the blowpipe and to give sound 


welds; but, rather strangely, when 
the rupture of a test piece, either by 
bending or in tension, occurred out- 
side the weld, it was just next to 
the vee, parallel to its side, and in 
the case of tensile tests, at prac- 
tically the same load per square 
inch of base metal, regardless of 
the composition of the welding rod. 

This showed that the base metal 
must be defective at the point of 
rupture, and that the rods had 
nothing to do with the difficulty. 

Of course, it has been common 
knowledge for years that commer- 
cial copper is injured when heated 
by a reducing flame, but it does not 
seem to have been realized up to the 
time of these tests that the trouble 
with copper welding was due to 
this cause, the reducing flame of 
the welding blowpipe being re- 
sponsible. 

The action is really two-fold, as 
was brought out clearly by a micro- 
scopic examination : 

Ist—The thin melted zone just 
next to the vee recrystallizes when 
cooling, and any oxide present col- 
lections at the grain boundaries, 
weakening them and therefore the 
metal. 

2nd—Such of this oxide as is ex- 
posed to the action of the envelope 
flame is reduced to copper, which, 
occupying less space than the oxide, 
leaves spaces along the _ grain 
boundaries, weakening the metal 
still more. 

This reducing action is very 
rapid, as can be seen by playing the 
envelope flame across a surface of 
scaled copper. As soon as the scale 
has become red hot the surface be- 
comes of the usual copper red color, 
only a few seconds being needed 
for the change to occur. 

Sections of welds bent slightly 
and examined under the microscope 
showed that the path of rupture al- 
ways followed the visible defects at 
the grain boundaries. 

As the primary cause of the 
trouble was evidently the cuprous 
oxide in the metal, some deoxidized 
copper was made by casting ingots 
2 inches square and forging them 
to the desired size. 

Silicon was found to be by far 
the best deoxidizer, and only a 
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small residual amount of it was 
found necessary, say from 0.05 to 
0.10 per cent. There was no diffi- 
culty at all in forging it at a sweat- 
ing heat—that is, when it was 
almost melted—and at no tempera- 
ture below this was there any crack- 
ing. 

Welds were made in this material 
with the different rods, and much 
improvement was found. But the 
best results were not obtained until 
a welding rod of a composition 
similar to the base metal was used. 
Table I shows some of the results 
obtained under tensile test, and 
makes clear the superiority of the 
combination. 

As properly deoxidized copper 
can be forged easily at any tempera- 
ture, there can be no danger of 
welding strains cracking it, and as it 
is just as malleable as commercial 
material there is no trouble in cold 
working it. 

There is also no difficulty in ob- 
taining it, as any manufacturer will 
make it if asked to do so. 

It is probably true that the com- 
plete realization of the possibilities 
of copper welding will cause an in- 
creased demand for welded copper 
products, which will be of great 
advantage to industry in many 
lines. 

It should be understood that the 
presence of oxide can be determined 
positively by the microscope, or 
practcially by heating a piece of the 
metal to a bright red and bending or 
forging it. If it cracks, oxide is 
indicated, and even if by chance 
something else causes the cracking, 
it is not fit for welding and should 
not be used. 

Photomicrographs are given 
showing the structures and condi- 
tions referred to. 

The tests referred to were made 
at the instance of the Union Car- 
bide and Carbon Research Labora- 
tories and the results are published 
with their permission. 

Welds in Commercial Copper. 
Tensile Elonga- 


Welding strength tion 
rod Ib. per in2in. 
symbol Deoxidizer sq.in. per cent 
CSO Silicon 14,800 6.25 
CSI Silicon 16,450 8.7 
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MSI Manganese 
and silicon 15,100 7.0 
CPI Phosphorus 14,150 8.7 
Welds in Deoxidized Copper. 


CSO 29,450 30.0 
CSI 28,800 32.5 
MSI 28,650 27.5 
CPI 19,600 = 13.7 


Average of a Number of Welds in 
Each Type of Plate. 


Ultimate Elonga- 
strength tion 


AMERICAN 


lb. per in 2 in. 
sq.in. per cent 


Commercial plate 15,520 &.1 
Deoxidized plate 26,280 23.0 
Original plate 32,000 ; 


None of the welds was hammered 
or heat treated. Such treatments 
would improve the physical prop- 
erties. 


Note: This paper has been read at 
several local meetings of the American 
Welding Society. 


Sales of Zinc Products Showing 
Increased Rate 


Volume for First Five Months of Current Year Indicates 
That They Will Exceed by 10 Per Cent Record for 1925 


By STEPHEN S. TuTHILL, Secretary, American Zinc Institute, Inc. 


HE sales of zine products in the 

form of zinc ore, slab zinc, 
rolled zinc, zinc pigments and zinc 
salts approximated $250,000,000 in 
1925. The operations of the indus- 
Ary for the first five months of this 
year lead us to believe that that fig- 
ure will be exceeded in 1926, pro- 
vided there is no decided slackening 
in general business. 

At the rate of production prevail- 
ing throughout the first five months 
of this year, the 1926 output of pri- 
mary slab zinc (barometer product 
of industry) will exceed that of 
1925 by at least 10 per cent. (As 
the slab zinc statistics are not com- 
piled until the ninth of the month 
following, the period under review 
necessarily ends May 31.) 

This increase will, of course, de- 
pend upon the maintenance of do- 
mestic shipments and the resump- 
tion of exports. Comparing the first 
five months of 1925 and 1926, the 
export of slab zinc is found to have 
fallen from 32,000 tons to 12,000 
tons. This has been due to the Brit- 
ish strike and to Continental offer- 
ings of slab zinc that, under more 
normal world conditions, would be 
absorbed in the countries of origin. 

A similar five months’ comparison 
shows that the stocks of slab zinc 
on hand on May 31 of this year 
were 29,934 tons, as against 21,201 
tons in 1925. 

That the smelters of zinc have 
kept fairly well in line with world 


conditions is evidenced by the fact 
that shipments for this five months’ 
period (1926) exceed by more than 
3,000 tons those of the same period 
of 1925. Even in the face of an ex- 
port loss of 20,000 tons, the net loss 
of 17,000 tons in shipments has re- 
sulted in a stock increase of only 
one-half of that amount. 
Present Stock Large 

While it is true that the present 
slab zinc stocks on hand are the 
largest since October, 1924, yet with 
monthly deliveries averaging 50,000 
tons, such an inventory cannot be 
considered abnormal. It is, how- 
ever, approaching a point where re- 
ductions are the order of the day. 

The retort capacity during May 
dropped from 89,000 to 86,000, and 
the industry is now operating with 
fewer retorts than at any time this 
year. 

The producers of zinc concen- 
trates in the Joplin-Miami district 
have also been reducing their output 
by completely shutting down plants 
for varying periods, by operating on 
part time and by cutting out extra 
shifts. A report from that field 
near the end of May, covering 151 
plants, showed a net surplus of ore 
equivaient to less than 12,000 tons 
of slab zinc. 

It is generally believed that the 
stocks of slab zinc in the hands of 
the galvanizing (zinc coating) plants 
are small. As the galvanizing (zinc 
coating) business in 1925 consumed 


ARTISAN AND HARDWARE RECORD 59 


practically 50 per cent of the slab 
zinc output, the present statistical 
position of the steel trade augurs 
well for the zinc industry, provided 
the statistics of the zinc industry are 
nationally interpreted by all of its 
branches. Last year the increase in 
the use of zinc in galvanizing (or 
zinc coating) approximated 20 per 
cent. 
Use Well Maintained 

The use of zinc in alloys (brass 
making, etc.) is being well main- 
tained. One-half of the 1,600 listed 
alloys contain zinc. With the ex- 
ception of thirty-five zinc base al- 
loys, zinc loses its identity in its 
marriage with other metals. It has 
been pertinently observed that the 
zinc industry needs a Lucy Stone 
League. 

The tonnage of rolled zinc pro- 
duced in 1925, in the form of sheets, 
strips and plates, exceeded 1924 by 
17 per cent, and 1923 by 28 per 
cent. The growth in this branch 
of the zinc industry has been in no 
small part due to the growing pop- 
ularity of sheet and strip zinc for 
roofing, gutters, down-spouts, etc. 

A recent innovation has been the 
zinc golf tee, made of strip zinc. 
This tee is rapidly becoming popu- 
lar because it is inexpensive, easily 
seen and not damaging to the knives 
of lawn mowers. More and more 
is zinc being utilized by the manu- 
facturers of automobiles in substitu- 
tion for other metals of higher cost. 

In 1925 the tonnage of zinc pig- 
ments and salts, in the form of zinc 
oxide, lithopone, zinc chloride and 
zinc sulphate, increased 20 per cent 
over 1924, and had a sales value of 
$43,000,000. 

Preparing Handbook 

So persistent have been the mis- 
understandings, through lack of 
knowledge, and misrepresentations, 
through competitive over-enthusi- 
asm, regarding the qualities and uses 
of zinc, that the institute has com- 
piled, and now has under final re- 
view, an up-to-date resume and 
bibliography of the published mate- 
rial on the corrosion resistance of 
zinc. This work is shortly to be 
published under the title of “Zinc 
and Its Corrosion Resistance.” 

The Institute also has in prepara- 
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tion a zinc worker’s handbook for 
the use of the architect, the building 
contractor and the sheet metal work. 

The secretary of the Institute is 
the secretary of the sectional com- 
mittee on specifications for zinc coat- 
ing of iron and steel, under the pro- 
cedure of the American Engineer- 
ing Standards Committee and the 
sponsorship of the American So- 
ciety for Testing Materials. This 
sectional committee is composed of 
fifty of the leading producers and 
consumers of galvanized (zinc 
coated) products in all forms, and 


its technical or sub-committees, the 
scope of whose work ranges from 
tacks to the hulls of high speed ves- 
sels, are making steady progress in 
the framing of national standards 
for the union of steel and zinc in its 
many forms. The importance of the 
work of this committee to the steel 
and zinc industries is self-evident. 

It is the aim of the American 
Zinc Institute, as the national organ- 
ization of the zinc industry, actively 
to cooperate at every possible point 
with governmental, trade and pri- 
vate technicians. 


Sheet Metal Garage Withstands 
Terrific Onslaught of Fire 


Fire Protection Requires Revolu- 
tion in Building Practice 


ERE the advocates of sheet 
metal construction to have pur- 
posely staged a scene such as re- 
cently occurred in the warehouse 
district of Chicago, Illinois, they 
could never have produced such a 


it started. When the last spark had 
been extinguished by a huge army of 
fire fighters a single building re- 
mained standing amid the mass of 
smoking ruins—that building was a 
sheet metal garage. 
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Eslien Sheet Metal Garage After It Had Passed Through Fire Shown in Other 
Photo. Moved to New Location Since Fire 


convincing and complete illustration 
of the fire resistive qualities of sheet 
metal. 

This million dollar disaster was 
started by the beating down of the 
sun on the tar paper roof of a model 
bungalow. Once the fire was under 
way, it quickly spread to the large 
stocks of lumber and groups of 
other model bungalows which were 
standing in the lumber yard in which 


This fire resistive performance of 
the metal garage closely parallels the 
record of another metal garage in 
Massachusetts, which withstood the 
fire that destroyed sixty-eight sur- 
rounding dwellings. Certainly there 
can be no question but that sheet 
metal forms a most effective barrier 
to fire. There are two reasons for 
this. In the first place the metal 
itself is practically non-combustible. 
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In the second place, and this is of 
greater importance, the metal wall 
effectually chokes off cross drafts, 
thereby lessening the actual spread 
of the fire. 

More than two billion dollars’ 
worth of property has been de- 
stroyed by fire in the United States 
alone since the end of the World 
War. In considering means to pre- 
vent continuation of this loss the 
natural first thought is to prevent 
any fire from starting. This cer- 
tainly is the ideal way, but we be- 
lieve that the time has come when 
serious consideration should be 
given as to whether it is the most 
practical way. Why not take it for 
granted that the starting of fires is 
and always will be inevitable. Nat- 
ural causes are certain to continue. 
As for human causes they can be 
largely summed up in one word— 
carelessness. 

Granting that fires will always 
start does not mean that fire loss 
can not be cut. All fires are small 
at the beginning. If we can keep 
them small we will achieve our pur- 
pose, at least to a great extent. In 
fact, if we only double the time that 
fires remain small the results will be 
tremendous. For small fires are 
quickly put under control. 

There should be no delay in our 
attempt to confine fires that have 
started through the use of sheet 
metal. Incidentally we must insti- 
tute certain changes which will make 
structures actually fireproof. Pro- 
tect windows, doors and other wall 
openings to make building walls of 
uniform fire resistance. Enclose 
stairways and elevator shafts with 
fire resisting sheet metal partitions 
and doors. 

Substitute metal trim, wire glass 
and concrete for present combustible 
materials. Use all metal office furni- 
ture. This involves perhaps a radi- 
cal change in the whole theory of 
fire protection, but it is a sound 
change. Why should favorable rat- 
ings be confined only to materials or 
constructions that withstand for one 
or more hours temperatures rarely 
obtained except by the use of a blow 
torch? One might as wel] say the 
only men who can jump are those 














July 10, 1926 











Million Dollar Harris Brothers Fire Fails to Damage Sheet Metal Garage. 
Notice Destruction of Boiler House Leaving Only Boilers Standing 


who can jump more than twenty 
feet. If you have fire resistance to 
the degree which may be obtained 
by the use of sheet metal and then 
consequent absence of additional 
fuel for the fire to feed on, fire tem- 
peratures will be held to low points 
and in most cases fires will not grow 


beyond the incipient stage. 

We can be assured of maximum 
efficiency in our efforts to conserve 
our industrial wealth only when we 
use fire-resisting and rust-resisting 
sheet metal for all types of building 
construction.—Pure Iron Era Mag- 
azine. 


Sheet Metal Coal Scuttle Fasihoned 
from 26-Gauge Material 


Old Pattern Has Many 
Good Points in Its Favor 


By C. H. THOMAS 


HE sheet metal man who 

- makes articles which require 
accuracy in their design can be sure 
of continued business from many 
soufces, as not every tin shop has 
a man that can both lay out and 


make a finished piece of work. 
This coal scuttle, fashioned from 
26-gauge iron, makes a very pre- 
sentable job and such an article com- 
mands a ready sale. 
The scuttle shown in the illustra- 
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Pattern of Coal Scuttle 
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tion is fourteen inches high and 
nineteen inches square. The top is 
flared for pouring coal into the 
stove. It is-made square, so that it 
will fit any corner, has a brass wire 
handle, with wrought iron lugs at 
the sides. The scuttle is larger at 
the bottom than at the top, so that 
it will set solid on the floor. It is 
raised a half inch from the floor, 
and the bottom is used as a hold to 
up-end the scuttle when emptying 
the coal into the fire box. 

This old pattern of a coal scuttle 
has several good points that will at 
once recommend themselves to the 
practical, discerning sheet metal 
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Coal Scuttle Completed 


worker, and can be made with very 
little material ; the seams are double. 


Larger Quarters for 
Penn Tinsmith’s Supply 
Company, Philadelphia 

The Penn Tinsmith’s Supply 
Company, 912-14 South 5th Street, 
Philadelphia, have found it neces- 
sary to move into larger quarters. 
In order to accommodate the greatly 
increased business, the company has 
occupied an adjoining building lo- 
cated at 910 South 5th Street. This 
additional floor space will give the 
company 20 by 150 feet extra and 
it will be used, according to officials 
of the company, for manufacturing 
4-piece adjustable tin, black, and 
galvanized elbows. A portion of 
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the space will also be used as a 
warehouse in which the Niagara 
warm air furnaces and Walworth 


Run registers which the company 
stocks will be housed. 
The company handles a complete 
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line of roofers’ and sheet metal 
men’s supplies, in addition to sheet 
iron, tin plate and copper. 


Showing Construction of Incline Tee 


Connection for Chimney Top 
Such Chimney Tops Can Be Easily 


Made and 


in Various Ways 


By O. W. Korue, Principal St. Louis Technical Institute 


HE making of chimney caps 

can be designed in various ways 
of which one way is shown in the 
accompanying drawing, which has 
some possible advantages and some 
disadvantages. The main advantage 
is the wind blowing down will cause 
to spread out in the lower side 
Lranches and so not effect the smoke 
coming up. The disadvantage is 





the wind resistance from a side 
view ; this fitting offers and must, 
therefore, be well guyed for sup- 
porting. 

In laying out this tee by this con- 
nection all tees are of the same di- 
ameter as the base or stem. First 
draw the center vertical axis and 
then draw the inclined axises 
through a center X. From these 









































centers step off the width of the 
pipes and draw lines parallel with 
the axis toward the center pipe, 
which establishes the intersections 
as at 1’-a-c, etc. Observe lines X-1’ 
also X-c are the same as any tee 
cywnection; while those as X-a are 
on the top side. Now to save lay- 
ing out two separate patterns it is 
possible to transfer this angle a-b-X 















































Patterns for Incline Tee Connection for Chimney Top 
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in with the working drawing of the 
stem. This is done by picking the 
radius X-a and describing the arc 
a’-b’ from X. After this pick the 
spread a-b and set as b’-a’. This 
enables drawing this axis a’-X for 
the miter. 

Next describe the semi-circle A 
and divide in any number of equal 
parts. From each of these points 
erect lines to intersect the miter 
lines 1'-X and a’-X as shown. Ob- 
serve the lower stem as well as the 
top part of the fitting takes two long 
miters as X-l’ while the incline 


branches take on one long miter as 
X-1’ and X-a. These we lay off in 
one pattern by stepping off the girth 
from section A as on the line 1-1. 
Erect lines and then from each point 
in the miter X-1’ bring over hori- 
zontal lines to cross similar num- 
bered lines in pattern. This enables 
drawing the miter cut as shown by 
the heavy lines. In the same way 
bring over points from the miter 
a’-X which develops the dotted po- 
sition in the pattern. So with this 
one pattern we can mark off both 
required miter cuts. 


Michigan Sheet Metal Outing Plans 
Are Completed 


Wonderful Time in Store for All Who 
Go to Coldwater Lake, July 30 and 31 


GAIN, the call to arms! No, 

the country has not declared 
war, nor does the call to arms mean 
that you will have to rebeat your 
plough shares back into swords. The 
call to arms in this instance means 
that the Michigan Sheet Metal and 
Roofing Contractors’ Association is 
getting all set to hold its Eleventh 
Annual Outing at Coldwater Lake, 
Coldwater, Michigan, July 30 and 
31. The shooting or shouting in 
this case is all about the elaborate 
plans that have been made for your 
entertainment and comfort in case 
you attend the outing. Of course 
you’re going to attend, because you 
can’t afford not to attend as the ad 
says, because every one in the in- 
dustry of any importance at all is 
going to be there and if you remain 
away that will be a confession that 
you don’t amount to much. 

Mr. Frank E. Ederle, Secretary 
of the Michigan Sheet Metal & 
Roofing Contractors’ Association, 
says the purpose of these outings is 
to promote a friendly feeling among 
the men engaged in the industry— 
the sheet metal, warm air heating 
and roofing business. And if you 
don’t go to the outing, think of what 
you'll miss! You won't be able to 
get under the influence of that won- 
derful balm or healing compound 
commonly known as personal con- 


tact. Consequently, when you meet 
your competitor on the street you 
will want to sock him one in the eye, 
instead of getting together with him 
and working out your common 
problems jointly. 

Mr. Ederle says further that the 
promotion of this friendly spirit has 
been the keynote of all accomplish- 
ment of the Michigan organization. 
It has laid the foundation for a 
sturdy organization, whose activities 
in the state and in the industry have 
helped the dealers to become better 
business men and better citizens and 
therefore better credit risks. 

The Michigan outing is not con- 
fined to Michiganders. If you are 
a sheet metal contractor, a warm air 
furnace installer or in any way re- 
lated to those industries, it makes 
little difference whether you live in 
Illinois, Indiana, Portland, Oregon, 
or Maine, or any other place within 
the confines of the United’ States or 
Canada, you are always welcome at 
the affairs of the Michigan boys. In 
fact, the more there are present, re- 
gardless of where you come from, 
the better it will be, the more fun 
will be had. 

The Michigan men consider that 
you have paid them a high compli- 
ment by attending one of their out- 
ings and the farther you have to 
come to attend the more keenly is 
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that fact appreciated. 

The program of the outing con- 
sists largely of sports and eats, in- 
termixed with a wonderful time gen- 
erally. Don’t forget the dates—July 
30 and 31, and the place is Coldwa- 
ter Lake, Coldwater, Michigan. 

Ros Strong, of the Homer Fur- 
nace Company, Coldwater, Michi- 
gan, has some further remarks to 
make on the outing which are quot- 
ed below: 

“Sleeping and eating accommoda- 
tions are being taken care of nicely. 
If you want to camp, you will be 
able to pitch your tent on the shores 
of one of the most beautiful lakes 
in Michigan. 

“A registration fee of $3.00 will 
be charged all adult male visitors, 
which will help pay for the big ban- 
quet and other entertainment. Sleep- 
ing accommodations and eats will 
be slightly extra. In other words, 
any man should be able to bring his 
family to the Outing at a total ex- 
pense not to exceed $25.00. If you 
camp, the expense will be practical- 
ly nothing. We dislike very much 
to remind you of the unpleasant side 
of the outing, but we do want you 
to know all the dope so there won't 
be any ‘ifs nor ands.’ 

“Next week you will receive a 
reservation card. Watch for it, fill 
it out and mail it back quickly. 

“So long—see you later.” 

(Signed) Ros Strong. 
* * * 

A tentative outing program has 
been arranged so as to give an idea 
of what to expect. 

1926 OuTING PROGRAM 

Friday a. m.—Arrival and Regis- 
tration. Noon-day Luncheon. 

Friday p. m.—2 :00, Sports ; 6:00, 
Beach Frazil by the Homer Furnace 
Company ; 8:00, Annual show given 
by the Ttaveler’s Auxiliary; 9:00, 
Dance. 

Saturday a. m.—9:00, Ball game 
—Auxiliary versus active members ; 
12:00, Luncheon. 

Saturday p. m.—2:00, Leave for 
inspection of the Homer Furnace 
Company; 4:00, Rest period at the 
Country Club; 6:30, Banquet at the 
Masonic Temple; 9:00, Retire to 
Lake. 
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George E. Ainsworth Gets 
Much Valuable Information 
From American Artisan 


To AMERICAN ARTISAN: 

Please discontinue sending me 
AMERICAN ARTISAN, as I am out of 
the sheet metal business and have 
been fcr several years. I will, no 
doubt, miss AMERICAN ARTISAN a 
great deal, as I have been reading it 
for over 40 years and I can truly 
say that T have received a great deal 
of information from its pages. It 
has been getting bigger and better 
with each issue. I hope it will con- 
tinue the good work it is doing for 
the sheet metal and warm air heat- 
ing industries for many more years. 

Yours very truly, 
Georce E. AINSWORTH. 
Canton, Illinois. 





E. B. McKee Evolves 
Unique Method of Boosting 
His Firm’s Products 
Unlike the stock market, there is 
no corner on ingenuity. No individ- 
ual or group of wiseacres can so 
manipulate things so as to prevent 
the brain worker from employing 
his God-given gray matter to his 
own and his employer’s advantage. 
The accompanying illustration 
shows how one of Milcor’s South- 
western salesmen lets folks know 


what line of business he is in and 
how he can serve them whenever 
occasion arises. 

The display advertising shown is 








placed upon the spare tire cover of 
his Buick by E. B. McKee, Tulsa, 
Oklahoma. This is an excellent 
idea. 

The size of the ordinary automo- 
bile tire is sufficiently large to per- 
mit a variety of displays being 
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placed upon it, and more and more 
as time goes on the value of such 
advertising as this is being appre- 
ciated. 

Such advertising is exceedingly 
inexpensive and its _ possibilities 
should not be overlooked. 


Dallas, Texas, Ladies Form Auxiliary 
to Handle Convention Entertainment 


Stanyer Appoints Committees to Push 
Work on Handling 1927 Convention 


N Thursday, July 1, the Dallas 
Association of Sheet Metal Con- 
tractors entertained with a dinner 
to “start the ball rolling” for the 
national convention to be held here 
in 1927. Guests present were wives 
of the members of the Dallas Asso- 
ciation, representatives of the mate- 
rial houses in Dallas and their wives 
and three Fort Worth contractors, 
among them E. O. Wood, State 
president, according to G. L. Spran. 
After the dinner the various com- 
mittees were appointed by Harry 
Stanyer. 

Several talks were made and all 
had one idea to entertain the na- 
tional association as it has never 
been entertained before. 

To do this it was definitely decid- 
ed to organize a Ladies’ Auxiliary 
and entrust to them the responsibil- 
ity of the entertainment features. 
Mrs. T. Owens was elected chair- 





Spare Tire Cover Display Advertising by E. B. McKee. 


man, and she immediately started 
things working by appointing a sec- 
retary and naming a day for the 
next meeting of Ladies’ Auxiliary. 

Mrs. Owens has only been in Dal- 
las a short while, coming here from 
Illinois, she has done a great deal 
of committee work, and the Dallas 
association considers itself fortunate 
indeed in being able to secure her 
services. 

At this meeting it was decided to 
leave the selection of the Hotel to 
the Hotel Committee and an an- 
nouncement of the Headquarters 
will be made within the next two 
weeks. 

The Texans are determined to 
show us all they have and should 
appreciate their attitude. 








Address of Simonds Furnace Com- 
pany 
From a Subscriber. 
Can you tell me where the Si- 


monds Furnace Company, formerly 
at 50 Cliff Street, New York, are 
located? I desire to secure repairs 
for one of their heaters. 

Ans.—This concern has been 
taken over by the G. A. Feld Com- 
pany, 164 East 129th Street, New 
York, who can take care of your 
requirements. 


Galvanized Iron Corn Cribs. 


From Bert Cutler, Masonic Building, 
Shelbyville, Illinois. 
Please inform me who makes gal- 


vanized iron corn cribs. 
Ans.—Thomas and Armstrong 
Company, London, Ohio. 








65 


The Editor’s Page 





Contractors Must Back 
Apprenticeship Train- 
ing Plan 

T is the opinion of men who are in close touch with all 

phases of the sheet metal industry that more attention 
must be directed toward apprentice training by the sheet 
metal contractors themselves. 

In a report made by the Chairman of the Labor Com- 
mittee at the Louisville convention of National Sheet 
Metal Contractors, W. F. Angermyer revealed the fact 
that many contractors are not now employing their al- 
lotted quota of apprentices. That is a very disappoint- 
ing revelation. It shows for one thing that those con- 
tractors do not have a proper regard to the future wel- 
fare of their own industry. 

Every sheet metal contractor has had experience 
enough with practical economics to make him realize 
that the labor market is also subject to the laws of sup- 
ply and demand. In respect to the factors that control 
its price at least, labor is as much a commodity as is 
a/bushel of wheat or a pound of meat. An abundance 
of skilled labor of any given sort has a tendency to lower 
the price which that particular class of labor can com- 
mand for its services. On the other hand a scarcity of 
skilled workmen causes labor costs to mount and to even 
make unreasonable and often prohibitive demands. What 
is even worse from the contractors’ standpoint is the 
fact that the contractor is hard put to it to find skilled 
workmen sufficient for his needs. This latter condition 
causes him to lose much work that he would otherwise be 
able to take. 

Such conditions as a shortage of skilled workmen are 
brought about by the refusal of individual sheet metal 
contractors to employ their allotted quota of apprentices. 
If a contractor has a fairly good group of workmen in 
his shop, he lulls himself into the belief that to employ 
apprentices and to permit them to go to school one day a 
week on his time would be a waste of money. He thinks 
that when the rush business comes, he can go out into 
the open market and get all the men he needs. 

It so happens, however, that other contractors are also 
suddenly forced out into the open market in search of 
help. In the competition for skilled workmen wage 
scales mount higher and higher and finally become so 
prohibitive that home owners and builders put off much 
work which should be done until some time when the 
cost of doing is not so high. 

In view of the work which the Sheet Steel Trade Ex- 
tension Committee is doing to increase the use of sheet 
steel; in view of the effort which the Copper & Brass 
Research Association and the American Zinc Institute 
have already put forth to increase the popularity of sheet 
metal products, it seems almost criminal! of a sheet metal 


contractor not to prepare himself for the coming greatly 
increased demand for his services by training as many 
sheet metal apprentices as the size of his shop warrants 
training. 

The demand for skilled workmen is bound to increase 
as the effects of the tremendous amount of advertising 
now being done by the sheet metal industry begins to 
be felt, as will shortly be reflected in the greater amount 
of work which each shop will be called upon to do. 

The wise sheet metal contractor of today is training 
his organization and putting his shop in order in prepara- 
tion for the increased business that is sure to come his 
way in the very near future. 





Sheet Metal as a Farm Fire 
Loss Preventive 


ETHODS by which the annual fire toll of $150,- 

000,000 taken on American farms may be reduced 
will be worked out by the Agricultural Committee of the 
National Fire Waste Council, in collaboration with the 
Insurance Department of the Chamber of Commerce of 
the United States, which will hold its initial meeting at 
Chicago on July 14. 

Insurance company officials, members of the staff of 
the National Chamber, agricultural publishers, farm 
bureau representatives, agricultural engineers, represen- 
tatives of the Department of Agriculture and others con- 
stitute the committee. 

A study of the possible safeguards against fire on 
farms will first be made. It has been found, for exam- 
ple, that the maligned lightning rod, when properly 
installed, reduces the hazard from lightning to a mini- 
mum. One insurance company reports only a single loss 
in forty years under such conditions, although lightning 
is the cause of many farm fires. 

Methods of stacking hay and grains to prevent spon- 
taneous combustion, construction of farm buildings and 
houses to retard fire, ways and means of fighting fires 
on the farm and similar subjects will be considered by 
the committee. Fire losses on farms, it is believed, can 
be greatly reduced if relatively simple precautions are 
taken. 

To the list of representatives who will attend this 
meeting in Chicago should be added a member of the 
sheet metal fraternity who is thoroughly versed in the 
uses of sheet metal roofing. The sheet metal roof as a 
lightning deflector has no equal. And in view of the fact 
that “a study of the possible safeguards against fire on 
farms will be first made,” it is highly important that 
such a study be made all-inclusive. Such opportunities 
to present the products of an industry to a group of influ- 
ential men of affairs are extremely rare and full advan- 
tage should be taken of them. 
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COOPELE ABELLA ERELER PEEP EBEEEEPEEE 


We've heard stories about the 
supremacy of the west and of 
Texas. Here’s one on the suprem- 
acy of the south. Joseph C. Gard- 
ner, the newly elected president of 
the National Association of Sheet 
Metal Contractors, was a guest re- 
cently at Pinehurst. While stroll- 
ing through the farm lands of the 
estate, he happened upon an old 
negro who was beating down dried 
cotton stalks. 

“Uncle, what did the boll weevil 
do to you this past year?” inquired 
Mr. Gardner. 

“Lawdy, Boss,” said the darky, 
“dey wuz de wust here dat dey has 
ever been. Why, one night I was 
awoke f’om my res’ by sech a noise 
dat I ain’t never heard de lak of 
befo’. I takes my lantern and goes 
out in dat patch over dere, and what 
do you suppose I foun’ ?” 

All interest by this time, Mr. 
Gardner replied that he had no idea 
and implored the negro to go on 
with his story. 

“Lawdy, Cap, de old pappy boll 
weevil had a big stick beatin’ all de 
little boll weevils ’cause dey would- 
n't take two rows at a time.” 

. + * 

The go-getter spirit is very well 
exemplified in the following story, 
the circumstances of which would 
stump most clerks: 


A Triple-Threat Man. 
Clerk: “Here is a remarkable 


utensil—can-opener, a pan-lifter and 
tack-puller, all in one.” 

Customer: “But suppose I want 
the girl to open a can of soup and 
my husband to pull some tacks, 
while I lift the pans on the stove?” 

Clerk: “Very easy. All you have 
to do is to buy three—anything 
else?” 

* * * 

Mrs. John H. Hussie, so they tell 
me, is an enthusiastic member of the 
Izaak Walton club. The only draw- 
back to this form of sport or recre- 
ation, as Mrs. Hussie sees it, is the 
placing of the angleworms on the 
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hooks. Consequently she doesn’t go 
fishing unless the guide in atten- 
dance is willing to stand by and bait 
the hooks. 

On this particular occasion the 
guide had baited her hook and tossed 
it into the water.. Whereupon Mrs. 
Hussie rewarded him with a smile 
and inquired wistfully: 

“I suppose you understand all 
about fish ?” 

The guide considered this ques- 
tion in all its aspects before he re- 
plied slowly: “No, I wouldn’t go 
so far as to say that. I know only 
1,973 reasons why they don’t bite.” 

* * * 

The owner of an estate on which 
there was a lake was annoyed to see 
a stranger fishing therein. He ap- 
proached the trespasser and began 
to abuse him. This stranger hap- 
pened to be none other than Charlie 
Glessner of the Excelsior Steel Fur- 
nace Company, who thought a little 
private fishing on the 4th of July 
would show his proper regard for 
the spirit of independence. 

“This lake,” said the owner, “is 
privately owned and I stocked it my- 
self. You must go away at once.” 

“Tust a minute, sir,” said Charlie 
calmly. “What did you stock the 
lake with?” 

“Trout,” was the answer. “And I 
won’t have—” 

“That’s all right, sir,” said Mr. 
Glessner unconcernedly, “I’m fishing 
for pike.” 

* * * 

That a large stature is not neces- 
sarily a requisite to success in sales- 
manship is very well exemplified by 
a little incident which was related 
to me a few days ago. 

Henry E. Schwab of R. J. 
Schwab & Sons Company, during 
his salesman apprenticeship was call- 
ing on a certain buyer he had vis- 
ited repeatedly but without making 
an impression. He felt that his size 
was militating against the respect 
and attention his sales talks de- 
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served. On this occasion, therefore, 
he took a big negro with him. When 
told that the buyer would see him 
he marched into the former’s office, 
seated the negro opposite that gen- 
tleman and said: “Now, see here, 
you look at him, but disten to me.” 
* * * 

The latest invention for the fol- 
lowers of Izaak Walton, so I hear, 
is a steel fishing rod with a com- 
partment in the handle for carrying 
the bait. I understand that this 
compartment is built to hold nearly 
a pint of liquid which is also a new 
discovery I presume. A _ chemical 
analysis might be a revelation. 

* x * 

The head of a manufacturing 
concern who built up his business 
from nothing by his own dogged 
and persistent toil, and who has 
never felt that he could spare time 
for a vacation, not long ago, how- 
ever, decided that he was getting 
along in years, and that he was en- 
titled to a rest. 

Calling his son into the library, 
he said, “Tom, I’ve worked pretty 
hard for quite a while now, and 
have done very well, so I have de- 
cided to retire and turn the business 
over to you. What do you say?” 
The young man pondered the situa- 
tion gravely. Then a bright idea 
seemed to strike him. 

“IT say, dad,” he suggested, “How 
would it be for you to work a few 
vears longer and then the two of us 
retire together ?” 

* * a 
Goin’ Fishin’. 
When ole summer rolls aroun’, 

Then I’m going’ fishin’ ; 

Dig some bait out o’ the groun’— 

Then I’m goin’ fishin’. 

Ted will bring some jelly an’ jam, 
I will slip some bread an’ ham, 
We'll have the jolliest time what am! 

Gee! We're goin’ fishin’! 


Jim will furnish some hooks an’ bait, 
Then we're goin’ fishin’; 

Roun’ the corner fer him we'll wait, 
Then we’re goin’ fishin’. 

What if it should happen to rain? 

Bet, by gosh, we'll go just the same, 

‘Cause we mean with might an’ main 
Jest to go a-fishin’. 
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Misplaced Furnace Among Most Frequent 


Causes of Trouble 


Warm Air Ducts Must Be Equalized 
Without Making Smoke Pipe Too Long 


By Frep Goopa_t, G. & S. Stove and Furnace Company 


HE correct placing of che fur- 

nace in the basement is one of 
the-most vital factors governing the 
success of the warm air heating sys- 
tem, and yet in my travels through 
the basements of Chicago I find the 
misplaced furnace among one of the 
most commonly encountered errors 
of warm air furnace installation. 

The correct placing of the fur- 
nace in the basement is not difficult 
to obtain if a little thought is given 
to the problem. In order to show 
what has been done in this respect 
by the G. & S. Stove and Furnace 
Company, I am submitting a floor 
plan describing what to me is one 
6f the most difficult jobs to lay out 
that we have come up against, and 
I might also say parenthetically that 
more and more of these bungalow 
type homes are being built every 
day. 

The difficult feature about this 
building is that the chimney is in 
one corner. This location of the 
chimney, as every furnace installer 
will agree, makes it very difficult to 
equalize the warm air leaders and 


still cut down the hazard of too long 
a smoke pipe. In the case described, 
in order to overcome the difficulty 
presented, we have oversized the 
furnace and some of the warm air 
leaders. We do not anticipate any 
trouble from this job failing to heat, 
as we are confident that the heating 
requirements are fully met. 

Perhaps some of the difficulties 
encountered arise from a failure to 
observe the good practice of plan- 
ning out the work before it is actu- 
ally begun. When planning our 
heating system, we first of all place 
our warm and cold air registers so 
that they will heat the building to 
the best advantage. The registers 
placed, we then try to place our fur- 
nace so that all the warm air leaders 
will be as near the same length as 
possible. In the job shown here- 
with, however, we were unable to 
do this, because by doing so our 
smoke pipe would be too long to be 
practical, a condition which is often 
met in the bungalow type home. 

The Standard Code requirements 
for this home are as follows: Liv- 


ing room, 148 square inches; din- 
ing room, 43 square inches ; kitchen, 
56 square inches; chamber No. 1, 
72 square inches; chamber No. 2, 
49 square inches; bath room, 18 
square inches. 

Because of the unusual placing of 
the furnace, we are running a 9- 
inch leader to the bath, a 10-inch 
leader to the kitchen, a 12-inch lead- 
er to chamber No. 1. This increase 
in the pipe sizes, together with the 
oversizing of the furnace, will take 
care of the heating requirements of 
this home in good shape. 

The worst feature of jobs of this 
kind is that at best they are not ob- 
jects of beauty, even though they do 
meet all heating requirements. We 
take especial pride in installing our 
systems as neat and beautitful as it is 
possible to do. We find that a couple 
of hours of additional labor devoted 
to stripping cold air pipes, shoes and 
edges of joists and metal in plan 
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work with strips of asbestos paper 
all the same width pays us double 
what it costs us in return advertis- 
ing. Always remember that the 
slouchiest man on earth appreciates 
neatness and good workmanship. 


* * * 


Editor’s note: Mr. Fred Goodall 
is the senior partner of the G. & S. 
Stove and Furnace Company. He 
has had twenty-five years of practi- 
cal experience in every phase of the 
manufacture and installation of 
warm air furnaces. He is a prac- 
tical workman and a business man 
of the first degree. He follows the 
+ University of Illinois in all his work 
of installing furnaces. 


When he entered the business of 
installing furnaces about two years 
ago, one of the cardinal principles of 
business conduct which he deter- 
mined upon was that he would not 
touch a furnace installation job for 
a cent less than a certain pre-de- 
termined per cent of profit. He 
figured that his time and experience 
were worth that much to any home 
owner who wanted a warm air fur- 
nace installed. He has stuck to this 
principle valiantly ever since and the 
business of the G. & S. Stove and 
Furnace Company has increased to 
such an extent that it has long since 
outgrown its present quarters. 

Arrangements have already been 
made for the moving of the busi- 
ness into larger quarters directly 
across the street from where the 
store is now located. It is planned 
to have the sheet metal work in con- 
nection with the installation of fur- 
naces done in the basement of the 
new place.of business and this base- 
ment is now being fitted up for that 
purpose. 

Neatness is another of the cardi- 
nal principles upon which the G. & 
S. Stove and Furnace Company is 
building a very lucrative business. 
As Mr. Goodall himself says in the 
above article, the warm air furnace 
is at best not a thing of beauty, and 
the better the job can be made to 
look, the better the customer will be 
satisfied. 

It is indeed an inspiration to talk 
with men in the industry of Mr. 


Goodall’s stamp. Such men under- 
stand the business from first to last. 
They know what the requirements 
are for warm air heating system to 
function properly, and they are not 
afraid to stand on their dignity in 
demanding a fair price for their 
skill and knowledge. The sooner 
we have more men of Mr. Goodall’s 
character in the industry, the better 
it will be for that industry. 

Mr. Goodall is a firm believer in 
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the efficacy of trade associations. He 
was one of the foremost promoters 
in the formation of the Cook County 
Sheet Metal Club. He is one of the 
directors of this progressive club 
and is chairman of the furnace com- 
mittee. 

His partner, Mr. Edward N. 
Stahler, is secretary of the organi- 
zation and is heartily interested in 
the welfare of the warm air heating 
industry. 
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Cerrection to Formula 
on E. Vernon Hill 
Article in Issue of July 3 


On pages 26, 27 and 28 of 
AmertcAN Artisan for July 3, 
1926, there appears an article on 
“Fundamentals for the Furnace 
Man,” by E. Vernon Hill, and taken 
from The Aerologist. An error in 
printing the original article caused 
an incorrect formula to be printed. 
The incorrect and corrected form- 
ulas are, therefore, given below: 

The formula was printed: 

A+B x 001 
plus C x .001 
plus D X .03 
= draft required 
It should read: 
AXBx .00l 
plus C * .001 
plus D x .03 
= draft required 

We ask our readers to turn to 
this article and make the correction 
as shown herewith. 





Monitor Furnace 
Soon to Place Oil 
Burner on Market 


The subject of oil burners and 
the possibilities of installing them in 


warm air furnaces has been under 
discussion for quite some time. But 
until very recently nothing definite 
seems to have evolved from this dis- 
cussion that would lead one to the 
belief that an oil burner installed in 
the ordinary warm air furnace 


would finally prove successful. 
Readers of AMERICAN ARTISAN 


will, therefore, be doubly interested 
in the knowledge that the Monitor 
Furnace Company, Cincinnati, Ohio, 
is about to place on the market what 
is known as the Monitor Oil Burn- 
er. This oil burner, according to 
officials of the company, has _ re- 
ceived thorough study by the engi- 
neers of the company, who have 


AMERICAN ARTISAN AND HARDWARE RECORD 69 


pronounced it a complete success. 

This oil burner, according to the 
descriptive materials that are soon 
to be sent out, apparently is designed 
to be installed in a warm air furnace 
that is already in the basement. To 
quote one of the passages: “The 
Monitor can be installed in two 
hours’ time without costly altera- 
tions. All that is necessary is to 
drop the two center grates and slide 
the burner into the ash pit * * *.” 

How the Monitor Oil Burner ap- 
pears when installed can be seen by 
a glance at the accompanying illus- 
tration. Full details, of course, can 
be had by writing the company di- 
rect. 


Twin City Furnace Dealers Make 
Al Pennig President 


Association Has Already Accomplished 
Much for Industry and Public 


HE Twin City (Minneapolis 
and St. Paul) Furnace Dealers’ 
Association held its annual meeting 
and election of officers in the assem- 
bly room of the Midway Club, which 
is midway between St. Paul and 











Illustrating the Monitor Oil Burner 


Minneapolis, on Tuesday evening, 
Junes 29th, according to F. G. Sedg- 
wick, Vice President Waterman- 
Waterbury Company. 

This meeting marked the comple- 
tion of the first year’s work of the 
new organization, and an attendance 
of approximately forty is the very 
beSt possible indication of the in- 
terest that is now being shown in 
this young and thriving organiza- 
tion. ° 

A very interesting program had 
been prepared consisting of : An ad- 
dress on “Codperation in Industry,” 
by John H. DeWild, of Hardware 
Trade; an address on “What Does 
the Future Hold for the Twin City 
Furnace Dealers?” by C. L. Bailey 
of the Sheet Steel Trade Extension 
Committee; an address on “‘What 
the Cook County Sheet Metal Asso- 
ciation Has Done,” by F. F. Har- 
mon, of the Lennox Furnace Com- 
pany. 

A number of new members were 
enrolled at this meeting. 

The following officers were 
elected to serve for the new year: 
President, Al Pennig, Pennig Heat- 
ing Company, St. Paul; Vice Presi- 
dent, Joe Gibson, Monitor Heating 
Company, Minneapolis; Secretary, 
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H. C. Middleton, Excelsior Heater 
& Supply Comany, St. Paul; Treas- 
urer, John Grapp, St. Paul Furnace 
Company, St. Paul. 

Among the achievements for the 
past year the new Minneapolis Code, 
based on the Standard Furnace 


Code, is of the highest value to the 
furnace industry. 

The program for the new year is 
a progressive one and should mean 
much for the Twin City furnace 
dealers and for the Twin City fur- 
nace consumers. 


Viewing the Warm Aijr Heating 
Plant from a Scientific Angle 


Amount of Heat Extracted from Furnace Governed 
by Difference of Air Temperature and Its Speed 


HE following article quoted 

from “A Revelation in Heat- 
ing,” a booklet issued by The Warm 
Air Furnace Fan Company, con- 
tains some very pertinent facts 
which every warm air furnace in- 
staller should know: 

“The warm air furnace is essen- 
tially a convection heater. 

“Convection heat is the only heat 
that affects the air. This effect is 
obtained by the rubbing effect of the 
air, over the heating surface of the 
furnace. The furnace is encased in 
a metal casing, so as to confine the 
air to the heating surface, in order 
to get necessary rubbing effect. 

“The amount of heat extracted 
from the heating surface is governed 
by two main factors; first, differ- 
ence in the temperature between the 
heating surface and the air passing 
over it; second, the speed or veloc- 
ity of air passing over the heating 
surface. Carpenters’ Hand Book 
uses the rule of the square of the 
velocity, in feet, per second, times 
the difference in temperature. Of 
course, there are two other factors: 
the constant and the co-efficient—to 
take into consideration, but little is 
known of the constant or co-effic- 
iency of the warm air furnace, as 
each section of the furnace would 
have different factors. 

“This, then, brings us to a singu- 
larly important phase of warm air 
furnace heat—that of higher ef- 
ficiency from higher air velocities. 

How Is Gravity Circulation 
Actuated? 

“The gravity circulation is actu- 
ated by the difference in weight of 
air, which difference is very slight, 
even when there is no resistance, 


frictional or otherwise, encountered ; 
therefore, under normal condition, 
gravity circulation is comparatively 
slow. Investigation (Bulletin No. 
120, page No. 128) shows that the 
air volume through a pipeless (fric- 
tionless) furnace was _ increased 
from 3,650 pounds, per hour, at a 
register temperature of 196 de- 
grees F. to 4,100 pounds per hour, 
at 272 degrees F., which shows an 
increase of about 12 per cent in air 
volume. This same difference would 
probably maintain if a pipe furnace 
plant had been used for compari- 
son. It is, therefore, apparent that 
little advantage is gained in air 
velocity by increased temperature. 

“The effect of high temperatures 
is decidedly detrimental to efficiency, 
as will be seen by investigation 
(Bulletin No. 120, Figure No. 6, 
page No 21). We find that the ef- 
ficiency of the warm air furnace at 
a register temperature of 168 de- 
grees, F., is 60 per cent, whereas at 
220 degrees, F., at the register, we 
have but 47 per cent efficiency. 

“This loss of efficiency is due to 
two principal causes: loss of heat 
through the stack and by radiation 
through the furnace casing and the 
warm air pipes. The radiant heat 
loss is proven in Bulletin No. 141, 
page No. 105, figure No. 60. It will 
be noticed that by insulating to save 
the radiant heat, the efficiency at 4 
pounds, per square foot, per hour, is 
7C per cent with the insulated front, 
bonnet and base, as against 64 per 
cent. The efficiency, however, drops 
off to 47 and 51 per cent respective- 
ly, as the register temperature rises 
to 203 degrees, F. 

We again find proof of the detri- 
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mental effect or efficiency loss in the 
high temperature, by referring to 
Bulletin No. 141, table No. 2, item 
No. 17; here, we find the heat loss 
between the bonnet and boot, to vary 
with the air temperature from 6 de- 
grees, F a. 175.5 F., to 18 degrees, 
F., at 221.5 F., which is a differ- 
ence of 12 degrees, F. 

“If we were to compute this loss 
alone, in an ordinary house of 
15,000 cubics, where 60,000 cubic 
feet of air per hour, at 140 degrees 
register temperature is required for 
heating, we would find that the loss 
of 12 degrees, F., in 60,000 cubic 
feet of air, would be more than 
13,000 B.t.u., which is enough heat 
to keep two ordinary rooms at 70 
degrees in zero weather. Add to 
this radiant heat loss from the fur- 
nace casing and the stack loss which 
are in the same proportion, and we 
have a loss which is enormous. 
Therefore, increased air tempera- 
ture, with its subsequent decreased 
heating efficiency, takes on a signifi- 
cance not generally understood. 

“The solution here is—low tem- 
perature. Low temperatures neces- 
sitate larger volumes, and without 
larger pipes, higher velocities are 
necessary. 

“The National Warm Air Heat- 
ing & Ventilating Association has 
some records on forced circulation 
which are quite enlightening. 

“Accelerated circulation (Booster 
type fan) was tested and plotted 
very accurately, but the result seems 
to have detracted from forced circu- 
lation, due to the lack of layman’s 
ability to distinguish between forced 
circulation and accelerated circula- 
tion. 

“It was shown (Bulletin No. 141, 
page No. 70) that at a register tem- 
perature of 120 degrees, F., it was 
possible to obtain 70 per cent effi- 
ciency with the Booster fan, as 
against 58 per cent, by gravity flow. 
This advantage was, however, grad- 
ually lost as the temperature in- 
creased, until at a register tempera- 
ture of 190 degrees, the two ef- 
ficiencies assumed the same percent- 
age. This type fan, being only a 
‘booster,’ quite obviously is not the 
solution. 








July 10, 1926 


“The solution seems to be in vol- 
ume and to get volume, we must 
have, not an accelerated circulator, 
or booster, but rather a positive 
pressure fan that will deliver, 
against a given resistance, the neces- 
sary volume to contain the required 
heat units at the lower air tempera- 
tures. This is possible—proven so 
by the original fan test, as shown in 
Bulletin No. 120, article No. 45, 
page Nos. 126, 127, 128 and 129, 
wherein a certain furnace, at a given 
register temperature, was made to 
put into the air 328,000 B.t.u., with 
forced circulation, as against 114,- 
000 B.t.u., with natural circulation. 
This condition, of course, was ex- 
treme performance, because the air 
volume was trippled, but the chart 
shows that one-half of this volume, 
or an increase of approximately 40 
per cent over the gravity, we would 
have the corresponding increase in 
heat units over those shown by the 
gravity curve. 


“Further private investigation has 
shown that the gravity air volume 
may be increased 100 per cent with 
the fan and still stay within the 
bounds of practical domestic usage. 

“With air volume increase of 75 
per cent over the gravity, as shown, 
we would have a corresponding in- 
crease in B.t.u., without increasing 
the air temperature, all of which 
would be at the peak of efficiency. 

“It has been recommended that 
the gravity air volume be increased 
100 per cent and the air temperature 
be reduced for the sake of an ef- 
ficiency, even higher than is shown. 
This would appear to be wise, in 
view of the present-day fuel cost. 
One hundred per cent increase in air 
volume, as shown, would be 7,300 
pounds of air, per hour. At a tem- 
perature rise of 75 degrees instead 
of 120 degrees, or a register temper- 
ature of 140 degrees, instead of 185 
degrees, we would still have 32 per 
cent increase in performance. 


Elkhart, Indiana, Manufacturer 
Moves to Larger Quarters 


Business Moved from Chicago in 1922—Find 


Labor Conditions Excellent 


HE Sturdy Manufacturing 

Company, Elkhart, Indiana, has 
again found it necessary to increase 
the size of its place of business. Ac- 
cordingly the company has acquired 
the factory in Elkhart known as the 
old National Manufacturing Com- 
pany fectory, situated on McDonald 
Street. The purchase of the build- 
ing was negotiated through the new 
industries committee of the Elkhart 
Chamber of Commerce, and was 
bought from C. C. Shedd, Chicago. 
The purchase price was not made 
public. 

Remodeling of the factory build- 
ing has already begun and it is 
thought by officials of the company 
that actual moving operations will 
be started by July 12. 

It will be remembered that the 
Sturdy Manufacturing Company 
was moved from Chicago to Au- 
burn, Indiana, in 1922. It was 


again moved last year from Auburn 


in Elkhart 


to Elkhart, Indiana, and quarters 
were rented first in the Crow plant 
on North Main Street, and later the 
firm bought the former Clo-Mix 
factory on Crawford Street. This 
latter site is to be sold. 

The structure into which the com- 
pany is planning to move is a two- 
story brick building, having 38,000 
square feet of floor space. The 
company employs at the present time 
about 65 men, which number it is 
expected will be increased to 150 in 
a short time. 

The officers of the company are as 
follows: President, B. L. Gray; 
vice-president and treasurer, W. T. 
Gray (son of B. L. Gray); secre- 
tary, A. B. Hewson; factory man- 
ager, Charles D. Reeve. 

The company manufactures warm 
air registers, poultry feeders, metal 
egg containers, repair tools for auto- 
mobiles and airline equipment, and 
its business is good. 
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A. H. Robinson Produces 
Novel Smoke Con- 
suming Device 

Rarely does a heating man, or 
Mr. Average Citizen for that mat- 
ter, pass a building whose smoke 
stack is belching forth great quanti- 
ties of black smoke without failing 
to realize the criminal waste that is 
taking place in the boiler room of 
that building. 

Engineers of authority tell us that 
in the great moguls that pull seven- 
ty-five or one hundred-car trains of 
freight across the country only 
about 8 or 10 per cent of the heat 
generated is utilized in actually mak- 
ing steam. 

In a stationary boiler the per cent 
of loss may be slightly smaller, but 
not a great deal. 

Therefore the great problem be- 
fore engineers today is to reduce 





The Robinson Smoke Consumer 


this tremendous waste—to devise 
systems that will utilize to the great- 
est possible extent the products of 
combustion. 

The A. H. Robinson Company, 
5103 Detroit Avenue, Cleveland, 
Ohio, have gone a long way in an 
effort to reduce this tremendous loss 
by producing what is known as the 
Robinson Smoke Consumer. The 
device is attachable to either fur- 
nace or boiler. Its primary func- 
tion is to eliminate smoke, which it 
is designed to do by burning the 
generated but unconsumed gases 
which escape into the smoke stack. 

A graphic idea of the smoke con- 
suming device can be obtained from 
the accompanying illustration. Full 
details can also be had by writing 
the company direct. 





. 

















eee 





7 


j 
- 
~ 
a 
4 
E 
2 





ay eee ge... 





72 AMERICAN ARTISAN AND HARDWARE RECORD 


Misfits in Retail 
Business Are Costing 
Country Millions Annually 

Misfits cost business many mil- 
lions of dollars every year, J. H. 
Tregoe, Executive Manager of the 
National Association of Credit Men, 
said in a statement to the associa- 
tion’s membership today in analyz- 
ing the causes oi commercial fail- 
ures. 

Merchandising Mr. Tregoe said 
is so much of tempermental propo- 
sition that only those psychological- 
ly suited for such an occupation 
should attempt it if business is to 
become more sound and less erratic. 
He suggested that greater attention 
should be paid to discovering the 
bents of students to help direct them 
into occupations for which their 
traits and tendencies apparently fit 
them. Since success of a business 
enterprise depends so much on 
management, he said, we should pre- 


vent the misfit managing any busi- 
ness that is uncongenial to his tal- 
ents. 

“Store-keeping appears to most 
of us as an easy occupation. It 
seems simple to buy goods and sell 
them at a profit. But to a person 
who is unadaptable to merchandis- 
ing methods, this becomes irksome 
and soon leads to indifference. 

“Management should be one of 
the fundamental factors to consider 
in studying credit risks. Credit 
managers know this by second na- 
ture, but many of them overlook it. 
It is a safe formula to go by that 
the misfit merchant is almost cer- 
tain to fail. He may not cause any 
loss to his creditors if he winds up 
his business before he fritters away 
his capital, but too often credit man- 
agers allow these men to drift until 
they go on the rocks; whereas they 
should have discovered long before 
the inability of these misfits. 


Helpful Hints on Making Sales 
Pulling Window Display 


Window Display an Advertisement at the 
Point of Purchase—Flood Them With Light 


HE making of attention-catch- 

ing sales-creating -window dis- 
plays is a simple matter, and good 
window displays have much to do 
with the success or failure of a 
store. 

A window display is very much 
like an advertisement. It is an ad- 
vertisement at the point of purchase 
—reaching your prospects right 
when and where they can buy the 
article or articles featured. It 
should be as timely as the daily 
newspaper. Like an advertisement, 
it should be pleasingly balanced, 
properly focused, unified. Then it 
will stop the passerby, interest and 
lead him into your store to buy. The 
show windows of a store are to 
passersby indicators of the character 
of a store. The store with well- 
planned, attractive window displays 
is bound to draw customers. 

Place a colorful, characterful win- 
dow cut-out in your windows. 


Group around it the articles the cut- 
out advertises and other items of a 


similar character. That’s the basis 
of a profit-piling window display— 
and all you need do to make your 
windows build business. 

For instance, hunters, trappers, 
campers, motor tourists and sports- 
men in general who see in a hard- 
ware or sporting goods store win- 
dow a cut-out with the articles 
grouped about it which they need to 
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complete their summer, fall and win- 
ter outfits will be interested im- 
mediately. “Since the world needs 
to be reminded as well as informed,” 
they will notice many items undoubt- 
edly which they want and will buy, 
but which they had forgotten and 
would not have bought unless they 
had been reminded. 

The window displays that are 
highest in merchandising values, 
that help most in paying the rent of 
the store, are those which have the 
most originality and display the 
goods they feature in the most pleas- 
ing setting, at the same time pos- 
sessing both unity and timeliness. 
The introduction of timely foliage 
in all its regalia of rich colors and 
of stuffed or even live game adds 
greatly to the attention, value and 
attractiveness of any window sports- 
man’s show. 

Passersby are apt to have their 
attitude toward your goods colored 
by your attitude. If you show re- 
spect for your stock, they are sure 
to show more respect for it. Pay 
attention to the display of the lines 
you sell and they will display atten- 
tion and pay for them. 

Above all, light your windows 
properly and abundantly. Flood 
them with light; it will help to flood 
your store with sales and your cash 
register with money. Let your light 
so shine that the electric light bulbs 
are not visible from the street, but 
the items in your windows are. It 
has been said truly that “a well 
dressed window with plenty of light 
is the best paying salesman 


Credit Manager Not a Necessary Evil 
But an Adjunct 


Ledger Experience Exchanges One Avenue Lead- 
ing to More Accurate Information on Buyers 
By Dr. Frank A. Fatt, National Association of Credit Men 


'N whom does credit reside? In 

. the buyer, absolutely. Who has 
this power to obtain goods and serv- 
ices on promise of future payment? 
The buyer. Who exercises this 
power? The buyer. And yet our 
present. terminology gets the cart 
before the horse and makes it ap- 


pear that credit resides in the seller. 
Ask any man on the street what he 
regards as the function of the credit 
manager and he will tell you, “Why, 
to extend credit, of course.” Or he 
may say “to grant credit,” which is 
the same thing. 

But the seller’s credit manager 
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does not “grant” or “extend” credit, 
which we have seen to be a power 
residing in the other man, the buyer. 
What he does is to appraise or pass 
on the buyer’s credit, and decide 
whether he will accept it in exchange 
for his concern’s goods or services. 

Strange to say, we sometimes 
blunder into a correct terminology, 
without thinking of it. A buyer 
comes and asks for goods on credit 
(not for credit, remember, but for 
accommodation on credit terms). 
The Credit Manager says, “Why, 
certainly, Mr. Jones, your credit is 
good with us.” That is logical. It 
is sound terminology. But to say, 
“we will extend you credit” would 
be, as our German friend said, 
“someding altogedder sebarate.” 

The term “go-getter” has been so 
overworked by the Babbitts of today 
that we may well avoid the use of 
it, and yet as we analyze the credit 
manager’s program and see what he 
has to do to perform his functions 
sutcéssfully, it becomes evident that 
he has to get certain things, or fall 
down on his job. Four important 
things he must get are these: 

Information, 

Codéperation, 

Education, 

Recognition. 

Every qualified credit manager 
knows that there are many sources 
of credit information. In the old 
days, when a new account came in, 
the credit manager took a squint at 
Dun or Bradstreet, and if the buyer 
was given a fairly good rating, that 
settled the matter. The credit man- 
ager today is not satisfied until he 
gets all the information he possibly 
can, not only on new accounts, but 
on all of his accounts. 

In addition to the mercantile 
agency ratings and reports he in- 
sists on having ledger experience, 
secured either by direct interchange 
or through some interchange bureau. 
Right here it should be said that the 
National Association of Credit Men, 
in developing its interchange bu- 
reaus to the point where there are 
now 60 bureaus in operation (and 
before long there will be a complete 
national clearance) has never lost 
sight of the advantages of direct in- 





terchange. The Association believes 
in direct interchange, and encour- 
ages it in every possible way. The 
chief advantage of direct inter- 
change is, of course, that it is per- 
sonal. You deal with definite per- 
sonalities, whereas in obtaining in- 
formation through an interchange 
bureau you deal merely with sym- 
bols,—letters and numbers rather 
than actual personal entities. There 
is no question that the information 
received means more to you when 
back of it you are able to visualize 
John Smith of Chicago or Bill 
Jones of Denver, who may be an 
acquaintance of yours, or even a 
friend. 

To agency reports and _inter- 














The author of this article is 
Director of Research and Edu- 
cation of the National Associa- 
tion of Credit Men. He has 
very clearly defined some of the 
more acute problems of the 
credit manager, as well as force- 
fully pointing out the attitude 
of an organization toward the 
credit manager. Every warm 
air furnace installer, sheet 
metal contractor and hardware 
retailer can read this article 
with profit to himself. 





change of ledger experience the 
modern credit manager adds sales- 
man’s reports, when he can get the 
salesmen to make them; and special 
reports from attorneys and banks 
located in the city where the buyer 
lives. On his big accounts he may 
have occasion to make use of cor- 
poration manuals, such as Poor’s or 
Moody’s, or corporation cards such 
as those supplied by the Standard 
Statistics Company. He also keeps 
his eyes open for items in trade and 
financial papers that concern the 
business ups and downs of his cus- 
tomers. 

If possible, the credit manager ar- 
ranges a personal interview, and 
sizes up his customer from the point 
of view of character and capacity,— 
two of the three C’s of credit. The 
other C,—capital,—comes out when 
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the credit manager succeeds in in- 
ducing his customer to submit a bal- 
ance sheet. In the balance sheet and 
the profit and loss statement of his 
customer the credit manager finds 
some of the most illuminating in- 
formation that could possibly be se- 
cured from any source. 

First, the credit manager must get 
information; second, he must get 
cooperation. In general, this applies 
to everybody he deals with,—his su- 
perior officers in the organization, 
the heads of the other departments, 
the members of the credit depart- 
ment staff, his customers, and other 
credit managers in his own and al- 
lied lines of business. But what I 
want particularly to stress here is 
cooperation with the sales depart- 
ment, for that is one of the biggest 
and most puzzling problems the 
credit manager has to meet. 

Many people think of the credit 
manager and the sales manager as 
parties to an ancient grudge, hope- 
lessly irreconcilable. The way they 
sometimes act might fairly lead one 
to suppose that this is so. But it 
certainly does not need to be so, and 
in the interest of good business 
should not be so. What the credit 
manager and the sales manager need 
to do is to learn team play. They 
should understand this, and the ex- 
ecutives above them should under- 
stand it too. More than one going 
enterprise has been wrecked because 
the big boss did not have the wis- 
dom and the energy to take the 
credit manager and tke sales man- 
ager by the scruff of the neck, bump 
their heads together and tell them 
to learn how to pull together for the 
good of the organization, or get out. 

What is the good of the organiza- 
tion? How is it measured? In pro- 
fits. The object of conducting a 
business is to make profits. That 
seems a very simple proposition, but 
do you realize how many of us have 
entirely forgotten it? Judging by 
the hectic activities of many Ameri- 
can business men, the object of busi- 
ness enterprise is volume. We have 
gone crazy on volume. 

We must show more gross sales 
this month than last, and more next 
month than this. Never mind 
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whether the buyer can pay for the 
goods or not. Never mind whether 
he even intends to pay for them 
when he buys them. “Get the or- 
ders on the books.” That is the 
slogan. And then let the credit 
manager worry when the commer- 
cial crook cleans out overnight the 
stock for which he has not paid, and 
disappears to work the same profit- 
able scheme again in a new place 
and under a new name. 

The credit manager and the sales 
manager should realize that they are 
both in the same boat. If the boat 
has a good voyage and gets safely 
to port, which means profit, both 
benefit. But if the boat sinks, 
credit manager and sales manager 
alike have to swim or drown, and if 
they do succeed in getting to shore 
they both have to look for jobs in 
another boat. 

Coéperation, then, is desirable. 
How is it accomplished ? What con- 
stitutes codperation between credit 
and sales managers? First of all, it 
means that each shall understand 
the others function in the business, 
and have due respect for it. If this 
condition exists, each manager will 
find frequent opportunities for help- 
ing the other. The sales manager 
will have his salesmen get informa- 
tion concerning customers and turn 
it over to the credit department. The 
credit manager will reciprocate by 
handling the accounts with tact and 
diplomacy, keeping the customers in 
a satisfied frame of mind and there- 
fore building up good-will for the 
organization. The really efficient 
credit manager is a business-getter 
and a business-holder. in fact, if 
he has the qualities he ought to have, 
he is a very important part of the 
sales organization. 

In many concerns the credit de- 
partment is looked upon as a sort of 
necessary evil, to be tolerated but 
not encouraged. The manager is 
given the poorest place in the office 
layout, and his salary is commensur- 
ate with his quarters. Not long ago 
an advertising magazine printed a 
long article entitled “Why Not 
Abolish the Credit Department?” 
and doubtless many uncooperative 
sales managers read it and _ said 


“God bless you!” to the writer of 
the article. 

The credit fraternity stands in de- 
fense of the nation’s receivables. 
Business consists of producing 
goods, turning them into receivables 
and the receivables into money. Un- 
less the receivables are turned into 
money, which goes back into raw 
materials and thus maintains the 
rhythm of the working capital cycle, 
business chokes up and dies. Did I 
say that credit managers should 
defend their profession? They 
should glorify it, for without it busi- 
ness would go to smash in less time 
than it takes to tell it. 


Daughter of 
Ben F. Hurst, Richmond, 
Dies After Operation 


Many who attended the Louisville 
convention and also the convention 
held in Atlanta, Georgia, last year 
will remember meeting Miss Eva 
Catherine Hurst, daughter of Ben 
F. Hurst, of Richmond, Kentucky. 
Miss Hurst took an active part in 
all the events during the convention, 
although she was not feeling well at 
the time, and three weeks after her 
return home she died following an 
operation, June 22, 1926, according 
to Miss Virginia Hutchison, Secre- 
tary, Louisville Ladies’ Auxiliary. 

The following resolutions were 
adopted by the Louisville Local, 
Ladies’ Auxiliary, of which she was 
a member: 


Whereas, God in his infinite wis- 
dom has seen fit to take from your 
home your beloved daughter ; be it 
resolved, 

That you have lost a loving and 
devoted daughter, and her friends 
a true and loyal friend. 

And be it further resolved, that 
the Ladies’ Auxiliary of the Sheet 
Metal Roofing Contractors’ Asso- 
ciation takes this means of ex- 
pressing their sincere and deepest 
sympathy to you and your family 
and trust that in your sorrow it 
will make your cup of sorrow 
much sweeter, and that He who 
gives and takes away life in this 
world will sustain you throughout 
your trials. Therefore be it fur- 
ther resolved, that a copy of these 
resolutions be sent to the family, 
spread on our minutes and also 
sent to the trade papers. 


Sincerely yours, 
Virecinia HutcHison, 
Secretary, Ladies’ Auxiliary. 
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Grass Mats in 
Windows Aid in 
Making Sales 
A hardware dealer put a number 


of hatchets in a window, using grass 
mats for floor and background. He 
sold 61 high-priced hatchets within 
a week. 

He placed a high-priced lawn 
mower in the window recently and 
put some grass mats around to rep- 
resent a lawn and has sold more 
lawn mowers this season than ever 
done before, and it has been a dry 
season. 

So far as chain hardware stores 
are concerned, he doesn’t think they 
will come for a long time and has 
no fear whatever of their interfer- 
ence. 


Nine Minutes of Each 
Hour Spent by Clerk 
in Actually Selling 
Investigation shows that only nine 


minutes out of each hour of the 
average hardware clerk’s time is de- 
Voted to selling. What about the 
other fifty-one? They could be well 
devoted to studying stock, helping 
prepare letters and circulars for 
mailing or other constructive serv- 
ice. What do your sales people do 
with their other fifty-one minutes? 








National Hardware Association, 
Ambassador Hotel, Atlantic City, 
New Jersey, October 18, 1926. J. € 
Fernley, Secretary, 505 Arch Street, 
Philadelphia. 

Michigan Sheet Metal and Roofing 
Contractors’ Annual Outing, Cold- 
water Lake, Coldwater, July 30 and 
31, 1926. Frank E. Ederle, Secretary, 
res Seana Street, S. E., Grand 

aniads 


Retail Hardware Doings 


Nebraska 
Mrs. J. C. Tanner has sold her hard- 
ware business at Falls City to Ralph 


Tucker. 
North Dakota 

Benz and Conrad Hardware Company 
at Orista has been damaged by fire. 

Wisconsin 

Otto Keep has moved his hardware 
store at Chippewa Falls to the Bergevin 
Building, 15 West Spring Street. 

On August Ist the Fricker hardware 
store of Whitewater will be moved to 
the west half of the White House Store, 
formerly occupied by the Baker Hard- 
ware Company. 
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~ ‘TRADE MARK ALL JOBBERS HAVE 
THEM OR CAN GET 
THEM FOR YOU 






INSIST UPON 
DIECKMANN 
ELBOWS AND SHOES 













The Ferdinand Dieckmann Co. ciocisnst, oni 


PERFORATED METALS EVERYTHING USED IN 


' SHEET METAL WORK 
A Complete Stock Insures 
Prompt Shipment 


All Sizes and Shapes of Holes 














In Steel, Zinc, Brass, Copper, Tinplate, etc. In our warehouse you will find one of 
For All Screening, Ventilating and Draining ° 
EVERYTHING IN PERFORATING METAL the most complete stocks in the country. 









Tie BARRINGTON KING PERFORATING @ Not only complete as to quantity but 


5645 FHL selected by men who have had many 








years of experience. 





There are 12 men in our employ who. 
have been with us a total of 261 years— 
an average of 22 years per man. It is 
the knowledge resulting from this expe- 
rience that we offer you in Osborn 





EVERYTHING| 
| FOR THE TINSMITH 


E are manufacturers as well as merchants and we 
at all times have on hand a large complete stock of 
everything that you may be in need of. 
Try us on your next order. 
This is our motto: 
“EVERYTHING MUST BE RIGHT” 


Write today for our latest catalog 


BERGER BROS. CO. 


WAREROOMS AND FACTORY: 100 TO 114 BREAD STREET 








Service. 







The J. M. & L. A. OSBORN CO. 


229 to 237 ARCH STREET, PHILADELPHIA, PA. CLEVELAND 
seme ~~ ‘Quaker City’’ line of Miters, 


—- and Outlets Buftalo Warehouse, 64-68 Rapin Street 





Say you saw it in AMERICAN ARTISAN—Thank you! 





we uw OS ee 













pli ace 











76 





Steel Market Buying Activity Slows Down 


With Holiday 


Pig Iron Sales Are Good—Non- 
ferrous Metals Steady and Quiet 


OLLOWING the _ stimulated 

buying activity in June, new 
business in steel since the turn of 
the half year is showing a normal 
relaxation to which the holiday of 
the Fourth has contributed its quiet- 
ing influence. 

In the week prior to July 1, how- 
ever, the market witnessed a con- 
tinuation of the heavy flow of in- 
coming tonnage which was due in 
large part to buyers availing them- 
selves of outstanding quotations 
rendered more attractive by the re- 
cent course of events. 

With some producers this tonnage 
of the last week was the largest for 
any similar period in months. Prac- 
tically all these open options now 
have been driven in. 


The situation at present is that 
the mills find themselves in posses- 
sion of better volume of orders for 
shipment over the next 30 to 60 
days in addition to a considerable 
amount of provisional tonnage on a 
higher level of prices, which to be- 
come liquid must be specified against 
during the next 30 to 60 days. 

How these contracts will be 
drawn out, therefore, in large meas- 
ure will determine the firm estab- 
lishment of the price advances re- 
cently quoted. 

Copper. 

Dealers and exporters were more 
actively in the market today but do- 
mestic consumers displayed very lit- 
tle interest. Electrolytic is still 
available at 13.8714 cents delivered 
in the Connecticut and Naugatuck 
Valleys although some producers 
are asking 13.90 cents delivered for 
July-August-September shipment. 

The refinery market was relative- 
ly firmer than delivered positions 
here, dealers showing more interest 
and asking five to ten points higher 
prices but little business resulted. 
Electrolytic was quotable at 13.85 
cents f. 0. b. refinery for prompt and 


July and five points higher for each 
succeeding month, that is, 13.90 
cents f. o. b. refinery for August 
and 13.95 cents for September. 

Casting copper was held a little 
more firmly at 13.45 cents f. o. b. 
refinery for early shipment. Lake 
copper continued quiet but was held 
a little more firmly at 14.00 cents 
delivered although large consumers 
would not pay a premium over elec- 
trolytic. 


Lead. 

The domestic market is firm de- 
spite the very moderate amount of 
new buying, producers being well 
occupied in filling their commit- 
ments which leave them little sur- 
plus for early shipment. 

There is a fair amount of inquiry 
for August shipment from dealers 
and consumers, and the price in the 
outside market is about on a par 
with that for prompt. 


Tin. 

The local market was dull Tues- 
day and up to a late hour in the aft- 
ernoon neither buyers nor sellers 
have shown much disposition to 
trade. 

A little business has been report- 
ed in Straits tin for July delivery at 
62.25 cents, August 62.00 cents and 
September 61.75 cents. 

English refined tin for prompt de- 
livery is offered at 61.87% cents 
with only a very slight discount for 
later deliveries, and 99 per cent 
qualities are quoted at 60.00 cents 
to 60.12% cents for prompt, July, 
August or September. 


Zinc. 

Quietness has been unusually 
prevalent the past week, but prime 
western has held unusually steady, 
at 7.20 cents East St. Louis, partly 
because smelters are booked for the 
time being and partly because of the 
prospect of continued strong ore 
market. 


Old Metals. 

Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $17.50 to $18.00; 
old iron axles, $24.00 to $24.50; 
steel springs, $18.50 to $19.00; No. 
1 wrought iron, $13.00 to $13.50; 
No. 1 cast, $16.00 to $16.50, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 9 cents ; zinc, 
5 cents, and cast aluminum, 19 
cents. 

Solder. 

Chicago warehouse prices on 
solder are as follows: Warranted 
50-50, $39.25; commercial 45-55, 
$36.75, and plumbers’, $34.25, all 
per 100 pounds. 

Pig Iron. 

At Pittsburgh most pig iron users 
now are fully protected for this 
quarter and some for the entire last 
half. A few users carrying over 
large stocks from second quarter 
will not buy before the last quarter. 

One more valley merchant stack 
is quoting $17.75, base, for No. 2 
foundry and malleable, meeting the 
situation created by one concern’s 
purchase of part of its foundry re- 
quirements at that minimum. This 
company also paid $18 valley for a 
large portion of the tonnage placed. 

Efforts to introduce an advance 
of 50 cents to $18.50, valley, on No. 
2 plain have proved ineffectual. 
Nevertheless, two makers are hold- 
ing to that as minimum. 

Bessemer and basic iron average 
sales prices as conipiled by W. P. 
Snyder & Co. for June are the same 
as they were in June, 1925, namely 
$19 and $18, respectively. 

At Chicago the buying wave in 
northern iron has rolled up a total 
here over 300,000 tons with consid- 
erable inquiry still current. 

The market for malleable and No. 
2 foundry iron is $21, Chicago. 
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ART METAL % 
CEILINGS 
and 
SIDE WALLS 


The kind that sell and satisfy 


WE! have just recently issued a new 108-page book of 
w designs—patterns that are up-to-date and good 
looking. We use only high grade metals and our ma- 

Test, producing clearly stamped 





chinery is the latest and 
figures. 


Friedley-Voshardt Meta! Ceilings are easy to erect—they 
fit and stay put—they sell and satisfy. 
If you have not received a copy of our new catalog write 
for your copy today. 

ZINC—COPPER—LEAD 


STAMPINGS 


We are specialists in the field of Sheet Metal 
Architectural Ornaments. Write for our catalog. 


F riedley-Voshardt Co. 


Factory: 
733-737 £m Halsted St. 761-777 Mather Street 
CHICAGO, ILLINOIS 
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VESUVIUS 


BLOW TORCHES 


in pint or quart sizes 
awe GRERy Cansmnts enemy tee 


"ea Blow Torches are 
made of brass or 
oxydized terne plate. The lat- 
ter is particularly recommended 
for hard usage. 


Write for prices ana illustrated 
circular today 











QUICK MEAL’ STOVE COMPANY 


Div. American Stove Company 


825 Chouteau Ave. St. Louis, Mo. 























Sheet Metal Ornaments 
and 


STATUARY 
1252 So. Vandeventer Ave* 









Memorial Monuments 


Gerock Bros. Mfg. Co. 


St. Louis, Mo., U. S. A. 




















UNISHEAR 


for cutting straight lines, 

curves and complicated 

designs in Sheet Metal 
and other materials 


N ideal tool for straight or irregular cut- 
A ting, trimming or notching. UNISHEAR 
can be attached to lamp socket or power cir- 
cuit. It can be taken right to the job. UNI- 
SHEAR leaves no burr or distortion. It is not 
only handy for small pieces, but large sheets 
can be cut as easily by one operator. It is less 
tiring and more rapid to use the UNISHEAR 
than to cut paper with hand scissors. 


The UNISHEAR is suitable for steel 


as well as for non-metallic materials. 


sheets 
It cuts 
sheet steel up to 14 U. S. Gage or several lay- 
ers of same total thickness. 


The line to be followed is visible at all times. 


The cut can be stopped at any point instantly 
and it requires no skill to be an efficient opera- | 
tor on a UNISHEAR. 











The Unishear 
cutting out its 
own trade- 
mark of 14 
gakce sheet 
iron. 


as 


Mi eee. 


= 





SPECIFICATIONS: 


° ° CAPACITY: Steel Sheets up to No. 14 U. S. Gage. 
Write for Prices and Copper, etc., up to No. 12 U. S. Gage. 
Illustrations SPEED: 15 ft. per minute. 


MOTOR: G. E. % H.P., either A.C. or D.C. 
Specify Voltage and Cycles with order. 


WEIGHT: 50 Ibs. net. 70 Ibs. gross. 
DIMENSIONS: Packed 20x 10x 10-in. 


We will gladly demonstrate the UNISHEAR on 


your work. 


THE UNISHEAR COMPANY, Inc. 
170 Fifth Avenue, New York, N. Y. 


(For export apply to: 
Unishear Export Corporation, J04 Fifth Ave., New York, N.Y.) 


—— 7 






































| Read the Wants and Sales Pages 
SS SA Se a SS 
Mention AMERICAN ARTISAN in your reply—Thank you! 
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Prices 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 





METALS 





PIG IRON 


Chicago Foundry 22 
Southern Fdy., No. 2, od - 28 
Lake Superior Charcoal. 29 
Malleable 


FIRST Bat! BRIGHT 
TES 
Ic 20x28 112 sheets...$25 10 
Ix i Midee6heen dees 29 60 
Ixx 20x28 56 sheets. 16 20 
IxXxx 62406 peeeses 17 65 
Enea Bc ccecceesoese 18 96 


TERNE TEASED 


IX 20x28, 46-1b. 9e 
IC 20x28, 25-lb. “ s 23 20 
IX 20x28, 25-lb. “ - 20 
IC 20x28, 20-lb. “ _ 20 26 
IV 20x28, 20-Ib. “ . 23 00 
IC 20x28, 16-lb. “ ~: 16 66 


“ARMCO” INGOT IRON PLATES 


No. 8 ga. up to and including 
% in.—100 Ibs 4 


COKE PLATES 
pe a 80 Ibs., base, 20x28..$12 60 
ikes, 90 Ibs., base, 20x28.. 12 80 
es, 100 lbs., base, 20x28.. 13 00 
Cokes, 107 Ibs., base, Ic 
DT ti¢ibinbieleestanse - 183 30 
Cokes, 135 Ibs., base, IX 
tT ctecutdensbaba ede 15 70 
Cokes, 155 “ibs.. base, 56 
DED 6ccnéechies.seseaeee 8 70 
Cokes, 175 Ibs., base, 56 
Paras 9 66 
Cokes, 195 Ibs., base, 66 
ERO Oa 10 40 


BLUE ANNEALED SHEETS 


Base 10 ga......per 100 Ibs. $s 80 
“Armco” 10 ga..per 100 Ibs. 4 00 


ONE vase oe COLD ROLLED 


Wo. 28-20....... -Pper 100 Ibs. $3 90 
Wo. 22-24....... per 100 Ibs. 3 96 
me, Ble cewn ++++-per100 Ibs. 4 00 
ER ee Per 100 Ibs. 4 06 
WO. Giscece tee per 100 Ibs. 4 10 
GALVANIZED 
Pe 23. .per 100 Ibs. $6 76 
a per 100 Ibs. 4 60 
Mo. 18-20........ Per 100 Ibs. 4 65 
i MBs ccecsce per 100 Ibs. 4 80 
Se Per 100 Ibs. 4 95 
SE CI 60 ue omaes per 100 Ibs. 56 10 
No. 28...........per 100 Ibs. 6 26 
oS ope penpe Per 100 lbs. 6 76 
BAR SOLDER 
Warrantea 
a per 100 Ibs. 39 50 
Commerctal 
45-56 ......... per 100 lbs. 37 00 
Plumbers ..... per 100 Ibs. 34 50 
ZINC 
Si ED ccdidcwedewbcacwose 8 60 
SHEET ZINC 
Cash Lots (600 Ibs.)...... 13 75 
See TUNE Waeoscddccecwéccs 14 765 
BRASS 
Sheets, Chicago base....... 18%Cc 
 eeretregoreees: 18%c 
Tubing, eae BOER: vaccece 27%ec 
MP TDN +s. Si ebacs 0b6s cad 19%e 
COU ED 0 6.0. 6666 00 ce cece 16%c 
COPPER 
Sheets, Chicago base....... 22%ec 
SE TID | twee eens 2 06040ch00 22%e 
Tubing, seamless base...... 25%ec 
Wire No. 9 & 18, Bas. Ga. 
o* the been Ogee es 269050508 20%c 


Wire No. i B. & S. Ga. 


-20%e 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR FURNACE 
FITTINGS AND ACCES- 
SORIES. 


LEAD 
American Pig ..........0. $910 
MP ccccoseecceeneccesscees 10 10 
Sheet 
Pigg Tim cccccvese per 100 lbs. 69 00 
BBP TUM cccccece per 100 lbs. 70 00 
TIN 
Pig TIM. ccccccecs per 100 Ibs. 69 00 
Bee TOR ccccccoss per 100 lbs. 70 00 
ASBESTOS 
per up to 1/16 ...... 6c per Ib. 
Roll board .......... ¢ per ib. 
Mill board 3/33 > is ° © per Ib. 


Corrugated Pa 


@ 
sp. ft. Se | ibe kde’ use ot 


Hot Air Pipe Cleaning 
Bristle, with handle, each $e 86 


Flue Cleaning 
Steel Only, cack ........ - 138 
BURRS 
Coppers Burrs only ....... -- 46% 


CEMENT, FURNACE 


American Seal, 6-Ib. cans, net $ 45 
American Seal, 50-lb. cans, net 80 
American Seal, 26-lb. cans, net 3 00 
Asbestos, 6-lb. cans, net.. 46 
Pecora ..........per 100 ibe. 7 61 


CHIMNEY TOPS 
——'< Snes Rev. & 


eee eee eee eee eee 


Front Rank, eack...... oeeee8 76 
GOB, cocccccccceccoese 8 @ 
CLIiIrs 
Damper 
Acme, with tall pieces, 
St pc veeceeeconeda $1 36 
Non Rivet tall pieces, 
per eadecceocecsved a6 
COPPERS—Soldering 
Pointed Boofing 
. Ib. and heavier... Ib. 





Chicage Steel Bending 
Nos. 1 to 6B... ...ccceecceee - Meat 


COUPLING HOSE 
-per don $3 20 


OUT-OFFS 
@uehn’s Korrekt EKutoffs: 





plain, round or eor. rd. 
standard gauge ...... sees AO% 
$¢ gauge ........ cmbokesase 
DAMPERS 
“Yankee” Hot Air 
7 inch, each 20c, dos....... $1 76 
8 inch, each 26c, dog....... 24 
9 inch, each 30c, doz....... 3 7% 
10 inch, each 32c, doz..... . 8 00 
Smoke Pipe 
7 inch, each. . 
8 inch, each 
§ inch, each 
10 inch, each 
12 inch, each...... an0etetebs 90 
Reversible Check 
8 tnch, each.......... ooces 68.00 


BS tmeh aBOB......00.5---- 


DIGGERS 
Post Hole 
Iwan’s Split Handle 
(Sureka) 
4-ft. Handle...per dos. $14 00 
7-ft. Handle...per doz. 36 00 
Iwan’s Hercules pattern, 
DOT GOB, ccccccccccccccee 16 


EAVES TROUGB 
Galv. Crimpedge, crated..76 4 6% 


ELBOWS 


Cenducter Pipe Milcor. 
Galv., ae a or corrugate4. 
Crimp. 


sta Gauge . 
28 Gauge 
26 Gauge 
34 Gauge 





Square Corrugated 


Standard Gauge ..........90% 
ee, Be GREED ccccceccoess 46% 
SO GOED cccccvccoceseses: 204 
Portico Elbows 
Standard Gauge Conductor Fipe. 
plain or corrugated. 
See GE - a eceecedese 70 @ 6% 
Nested solid ......... 70 &@ 54% 


ELBOWS—Stove Pipe 


1-piece Corrugated. Uniform Biue 
“Mileor” No. 28 gauge. 


Doa 
GHOMOM coc cccccccccccesessecs $1 16 
6-Imch ...... eccececes oeeveses 1 26 
T-inch ..... n0teqhecaennecs +. 1 76 


Adjustable—Uniform Blue 


“Milcor” No. 28 Gauge. (Uniform 
Blue. 
Dn wdcueéedusonects oe++ee$1.65 
ED 06406686 ssese evesées 17 
T-inch .. Obs 64008064 000008 2 40 
WOOD FACES—650% off list. 
FENCE 
726-6-12% (100 rods).... $29 63 
1948-6-14% (100 rods).... 44 a8 
FILES AND RASP* 
60-104 


Gelier’s (American) ..... 
Ameri aopesecoesessccdan ane 
Arcade 


Grant Western 
Kearney K Foot. 





McClellan ....... 
Nicholson esteoccere 60% 
Simonds .......... eeveccce - 60% 


Otte Berns Co. 


East of west boundary line of 
Province of Manitoba Canada, 
No. Dakota, So. Dakota, Nebras- 
ka, Kansas, Oklahoma Amari!- 
lo, San Angelo and Laredo, 
DPORAS ccccccceses C06 60 60680 65% 


West of above boundary 61% 


Clayton & Lambert's 


East of west boundary line of 
Province of Manitoba, Canada. 
No. Dakota, So. Dakota, Ne- 
braska, Kansas, Oklahoma. Am. 
arillo, San Angelo and Laredo. 


DOMES cccescccocccecesecess 52% 
West of above boundary at 


Geo. W. Diener Mfg. Ce. Reo 


No. 03 Gasolene Torch, 1 
sesceceos 6 OD 


Deuble Blast Mfg. Co. 
Gasolene, Nos. 25 and 86..609 


Quick Meal Stove Ce. 
Vesuvius, F. O. B. St. Louis 309 
(Extra Disct. for large 
quantities) 


Ohas. A. Hones, Ine. 
Se 


BB... ccccccce 


Buzzer No. 42 


seeeee 


eee ee eeeeeee 


Saab. 
sssee 


eee ere eeeeeee 


GALVANIZED WARE 


Pails (Galv. after made), 
10-qt. 


nesiog 00 CU SESGGCOCC --$2 26 
Tubs ae. after made). 
en. “Me oninasaw owenceve -- «86 35 
No. : 9 460600e000be0s00 08 -. 7 20 
GLASS 
Single Strength, A, 26-in. 
DRRENIOD « accecobecoedsccnce 86% 


Single Strength, A, 34 to 40- 
fm. Dracket .....ccccecccces 
Single Strength “A, all other 
brackets ....cewsscsccccess 
Double Strength A, all sizes. 82% 


Cenductor Pipe 
Milcor Perfection Wire....46@ 
Mileor paipse Wire......189 
Milcor Triplex Wire......10% 
Milcor Milwaukee er 16¢ 
~~ ing) List Pi 

pine 


..18%6 
List plus a= Ae = 2 ary, 
HOOKS 
Box 
Vv. & B. No. 1, each.......80 Be 


Conductor 


“Direct Drive” —— 
Iron for wood or brick. 


May 
Vv. & B. No. 1, eack.. 


“Frent-Rank,” Automatic 

Im single lots ....... aeoeeas 

In lots of 10 or peoenecooa ene 
In lots of 26 or more. ..50-1¢094 
Vapor pans, etc., each.....6*¢ 


Bteve Cover 4 
Coppere4d 
Alaske ....+++-+- 


@aivanized steel mitres, ané 
caps, end pieces, outiets....36¢ 


Mileor 
Galv. one piece stamped. .4es 
NAILS 
Gut. Bdeed ..cccccccece coecece 
Gut Trem ...ccccee besoves oe 4 BO 
Wire 
CORNERED .. Séivccvcesss seeee B18 
Cement Coated ? 


(Continued on page 80) 











July 10, 1926 





AMERICAN ARTISAN AND HARDWARE RECORD 








FEOLUS 
FOR HOMES 


The home should be prop- 
erly ventilated—few of them 
are. Here is a sales oppor- | | 
tunity often overlooked by 
the average Sheet Metal 
Worker, but one which offers 
a lucrative business to those 
who take advantage of it. 





The 12-Cylinder Ventilator i 
Used in Every State FEolus-Dickinson Co. 


in the Union. Vent Makers Since 1888 


SPECIFY ZZOLUS 3332-52 South Artesian Avenue | 


CHICAGO 


VENTILATORS Phone: Lafayette 1862-1863 











The No. 80 IS NOISELESS 


SMOKELESS, AND ODOR.- 


LESS. Produces an intensely 
hot blue flame, which will quick- 
ly heat a pair of large coppers 
and a six-inch pot of metal at 


the same time. A POPULAR 
~ TOOL FOR SHEET METAL 
TON BAAmer WORKERS AND PLUMBERS. 
ae Free Circular tells all about this 
aren T£0 wonderful tool. Jobbers supply 
at factory price. 


No. 80 Fire Pot CLAYTON & LAMBERT MFG. CO. 
Ask for latest price 6281 Beaubien St. DETROIT, MICH. 











No. 7 Ball Bearing Punch 





Capacity, %4-inch through %-inch, 











a - 6% Ibs, 
Punch in center of............ 3% inches 
Length over all 18 inches 
Height of Gap %-inch 





Tool shipped complete with 3 sets of Punches and Dies, 
5/32-inch, 7/32-inch, 9/32-inch, 
Write for Prices 


93 Forks WHITNEY METAL TOOL CO. 283 Forbes 
Street ROCKFORD, ILLINOIS Street 

















This Is the Fire Pot You Need 
WHY? 


B It always burns with a blue flame 
which produces THE HEAT. 
E “ 2% pound co r will heat and 
melt solder in O MINUTES. 
The pot wil generate and operate out- 
doors in KIND OF THER. 






It will heat irons as fast as they are 
cooled. No time wasted. 

Less than a gallon of gasoline is 
“eed in a day. 

It is smokeless and odorless while in 
operation. 

tt can be turned down low when not 
in use. 


Order yours now. Only $11.00 f. o. b. 
jactory. Two per cent discount when cash 
the order. 














CHICAGO STEEL SLITTING SHEAR 


LIGHT—POWERFUL 
DURABLE 


Capacity 10 gauge sheets 
Any Length or Width 
Flat Bars 3/16x2° 
Weight 22 pounds 


Price $18.00 Net 
F. O. B. Chicago 


Made of pressed steel and equipped with 
holt-down. Blades of of highest grade 
=. a ot Guar Gules the pelan. ‘ORDER TouRS *aaal to Y. 


DREIS & KRUMP MFG. CO., 7404 Loomis St., Chicago 




















50-INCH FORMING ROLL 


This Forming Roll is built in all 
standard sizes, with our Patented 


aes Device by means of 
w it is opened and closed in 
a few seconds 


We build « complete line of Sheors 
== sises, for hand or 


ae for Catalog “R’ 
BERTSCH & CO., Cambridge City, Ind 























pm” fet 


Herrick 


Just as Good as a 


“Torrid” 


may be used as a 
reason for not sup- 
plying a genuine 
“Torrid” but it 
proves genuine “Tor- 
rid’s” superiority. 


GEO. W. DIEN a 
a ad | ME ° *> A 
CHI CACHES oc of co » CHICA and 


Fire Pots. 











C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 
‘anufacturers of 

SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED and POL- 
ISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR PIPE, 
EAVES TROUGH, ELBOWS, SHOES, MITRES, CORRUGATED 
COPPER SHEETS, CRIMPED C OPPER SHEETS, COPPER WALL 
TIES, COPPER LATH, ETC. 

Branch Warehouses in New York, Philadelphia, Cincinnati & Chicago 

Member, Copper & Brass Research Association 








Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 


Made of 


CLARK-SMITH HARDWARE Co. 


IOUOAAAAUOANRAAHNNELIAEANEL INNA AN UUNNAENUA A221 ESTA DLL 





Costs no more 


Keystone Lasts I onger 
Copper Bearing Therefore 
Steel Cheaper 


PEORIA, ILLINOIS 











When writing mention AMERICAN ARTISAN—Thank you! 


UenUgentsnesducucegncyaneytatti 


<I 














































AMERICAN ARTISAN 


ADVERTISERS’ INDEX 


The dash (—) indicates that the advertisement runs 
en a regular schedule but does not appear in this issue. 


A 


Aeolus Dickinson Co. 
American Foundry & Furnace 

TM nc atnendiseteonccdocsagype 
American Furnace Co. 
American Rolling Mill Co..... 
American Steel & Wire Co.... 81 
American Tube & Stamping Co. — 
American Wood Register Co... 
Arex Co. 


Berger Bros. 
Berger Co., L. D. 
Bernz Co., Otto 
Bertseh & Co. 
Brillion Furnace Co. ......... 
Burgess Soldering Furnace Co. — 


Cc 
Chicago Elbow Machine Co.. 
Chicago Furnace Supply Co... 
Chicago Solder Co 
Clark-Smith Hardware Co.... 79 
Clayton & Lambert Mfg. Co.. 79 
Cleveland & Buffalo Transit Co. 81 
Cleveland Castings Pattern Co. 52 
Coes Wrench Co. ...4...s005 83 
Connors Paint Co., Wm. 
Copper & Brass 
WOGTRTEE obec bes cise cSb ec ou0 
Cortright Metal Roofing Co... 81 


eee eee eee ene 


Research As- 


D 
Davis and Co., Inc., C. S...... _ 
Diamond Mfg. Co. ........... - 
Dieckman Co., Ferdinand.... 75 
Re. Ee, ORs. ovec vis ocncees 79 
Double Blast Mfg. Co. ....... 79 
Double-Duty Elbow Co. ...... 81 
Dreis & Krump Mfg. Co...... 79-81 
E 
Eaglesfield Ventilator Co..... -- 
Excelsior Steel Furn. Co...... _- 
F 


ee See. Oe ci cscoens ees 
Floral City Heater Co. 

Forest City Fdy. & Mfg. 
Friedley-Voshardt Co. 


G 
Gerock Bros. Mfg. Co. 
Granite City Steel Works...... 
Gaay @ Dudley Ob, cccwccvvces 
Great Lakes Supply Co. 


Be - Beas Ses 6 veisccsiedioce' 
Harrington & King Perf. Co... 75 
Hert & Cooley Ca... ncccccivecs 
Henry Furnace & Fdy. Co.... 
Hess-Snyder Co. 
Hessler Co., H. E. ...... 
Homer Furnace Co. 
mages Gas "WH. ©. % ccbsscccs 
apewee Gen B. Bh owes over cea 
Hussey Co., C. G. 


I 
Inland Steel Co. 
International 


K 
Keith Furnace Co. ......cecces 
Kirk-Latty Mfg. Co. 
Kruse Co. 


Lalance & Grosjean Mfg. Co.. 83 
Lamneck & Co., 
Langenberg Mfg. 
Lennox Furna'’ce 


Co. 
a. sbtaneocs 


Liberty Foundry Co. 
Lupton’s Sons 


Co., 


Marshalltown Heater Co. 
Marshalltown Mfg. Co. 
May-Fiebeger Co. 
Merchant, & Evans Co. 
Meyer Furnace Co., The...... 48 
Meyer Bros. Co., _— 
Milwaukee Corr. 

Monitor Furnace Co. 


Mt. Vernon Furn. & Mfg. Co... 50 
Mueller Furnace Co., L. J.... 46 
N 

National Enameling & Stamp- 
Gm CO. cccccccccsccsctesecs _— 
New Jersey Zinc Sales Co., The — 


Northwestern Stove Repair Co. 52 


Oo 
Oakland Fdy. Co. 
Osborn Co., The J. M. & L. A. 75 


P 
Pook, BE. Te. cteccccccscccvess 86 
Peck, Stow & Wilcox Co. — 
Pecora Paint Co. .........++-- as 
Peninsular Stove Co. .......... -—= 
Peoria Wood Reg. Co. ........ 52 
Quaker Mfg. Co. ....-seeeees 49 
Quick Meal Stove Co. ....... 77 
Quincy Pattern Co. ..........- 52 
R 
Robinson, A. H., Co. «....+.-. 52 
Robinson Furnace Co. ......-- 51 


Rock Island Register Co. 
Royal Ventilator Company.... 
Rybolt Heater Co. 


Ss 
Sall Mountain Co. 
Schwab & Sons, R. J. 
Security Stove & Mfg. 
Sheet Steel Trade Ex. Comm. 56 
Special Chemicals Co. 
Standard Fdy. 
Standard Furn. 


& Supply Co... 


Standard Ventilator Co. ...... 81 
Stearns Register Co. ......... 53 
St. Louis Heating Co. ........ 50 
St. Louls Tech. Inst. .....:... ~- 
St. Clair Foundry Corp. ..... -- 
Sturtevant Co. ..... cece eeeees 51 
Success Heater Mfg. Co. ’ 
gabe bee Sb eccecsecds Front Cover 
T 
Taylor Co., N. & G. ..scevcess = 
Wheteher Co. cccccccccccsceccs = 
Tuttle & Bailey Mfg. Co...... 55 
U 
Unishear Co., The, Inc........ 77 
Utica Heater Co. ........+5+: 49 
Vv 
Vedder Pattern Works ....... 52 
Viking Shear Co. ........6++: 81 
Ww 
Warm Air Furnace Fan Co.... — 
Walworth Run Fdy. Co. ....— 
Watermann-Waterbury Co....— 
Western Steel Products Co....— 
Wheeling Corr. Co. .......5565 = 
Whitney Mfg. Co., W. A....... — 
Whitney Metal Tool Co...... 79 


Williamson Heater Co. 
Wise Furnace Co. 
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Markets—Continued from page 78 


NETTING, POULTBY 
Galvanized before weav- 
ing one nusese sees an. + -G5-18 
Galvanised after weaving. . 
PASTE 


Dry Paste: 


barrel........++--$18 
BATS ccecccecese 8 
i 


Cor. Rd., Plain Rd or 8q. 
“Interlock” Galvanized 


Crated and nested (all 
ga eeccesegawee seerewe e 
Crat 


) 
and not 
(all gauges) 


covescee clerneew 
“Milcor” “Titelock” Uniform 
Blue Stove 


38 gau ind ae U. 
nest 

28 ga 
nest 

28 ga 
nest 

30 gau S 

30 gau 
nest: 

80 gau 
n 


*, 7 inch U. “C. 
stitheeoncvavesse SOS 


T-Joint Made up 
6-inch, 28 ga......per 100 83 6@ 
Furnace Pipe 
- bt — and 
single Fitt: epdceesgse OO® 
one® Wall ‘Pipe, Round 
Galvanized... .560% 
Galvant 


and Black 
. Be e6egsecscocecoe cD 
utiocs Ga 
Pipe and Fittings. 


eee SOE 
Lead 
Per 100 Ibs............+-813 60 


POKERS, STOVE 
Wr't Steel, str’t or bent, 
conedctedgesc egos Gem, G 
Nickel Plated, coil handles, 
coosesecobeteiesee am 8% 
POKERS, FURNACE 


PULLEYS 
Furnace Tackie....per Gon, © 
Furnace Screw ( 


cccccccceccceocccs DOE * 7 
Ventilating Register 
Small, per pair.......+++ 30 
Large, per pair.....«+.+- 60 
PUTTY 
Commercial Putty, 100-ib. 
BOD cccccccccccccccdecccccsOe 
QUADBANTS 


Mallieable Iron Damper......10% 
REDUCERS—Ovel Stove Pipe 


Per dos. 
7—6, 1 dos. in carton.......$23 00 


BASEBOARD REGISTERS 


FLOOR REGISTERS AND 
BORDERS 





Cast Iron 
Steel and 
Baseboard ...... 
Adjustable Ceiling 
Ventilators .....cseceees + 40% 
a need Faces—Cast and Steel 
Ja Brenzed and 
Plated, Be pny 3 l4xl4......40% 
ee to 38x42 cocccccsccesOO® 
Large Register Fac 
14x14 to 38x42 eenceencodn 


RIDGE ROLL 
Mileor 
Galv., Plain Ridge 
WORE cccecerc ccc. O-dOO® 
Galv., Plain 
vases -T6-10% 


cra eeeeses 
Globe Finials for Ridge Roll. .50% 


Best ques, sinte surt. prev'd Wa Ht 
“tale eeesee Hh 

Light tale surfaced........- 1 30 

Red Rosin Sheeting, per tom 57 0¢ 


a 1, 
ge 10, 
No. 14, 


El 


gross...$0 63 
oper gross... 
» per gross... 83 


SHEARS, TINNERS & 
MACHINISTS’ 
VURIMG 2. cece cece ecceesses SBR OO 


Leanox Throatlese 
No. 18 bison” *220222:2. 3108 
Shear biades 
(2 o Bb. 

Peerless Steel Squaring 

Feot Power 


1—s80", 18 ga. cap.....18 
No, 2—36", 48 ga. cap..... 

4—62* cap.....16 
{otis , ga. cap...1 
44—52", 16 ga. cap...15 


Oaet Irom Foot Power 
No. 01—380", 18 ga. cap....18% 











cap...15 








ee 


neat ) 
No. 6120—120", 3/16" cap..15@ 


Miloor 
Galv. Std. Piam or 
corg. round ome. .& 
36 gauge round fiat crimp. .40 
34 gauge round flat crimp..10 
Conductor 


eee eeeeeeeeeeee 


Clover Leaf .......++.-40 & 10 
ational Re | 
Star 


eee eee eee eee eeeeeeeee 


es De moc gsecccens sce s ne 
for bluing, $8 per dos. net.) 


(Ada 


a 


ococescoecesuunnneeess nae 


D cececcccceee © a,’ tees 
Winterbottom’s ...........10@ 


STOPPERS, FLUE 


? 


eee ecees DOT 


per dos. $1 18 
Ne. Sepocgoes ee Sam 1 ie. 
fiat, N -++-per dom 1 60 


VENTILATORS .. 
ceccscecceessBO to 408 


i 


100 Ibe ..... 
Galvanized barb per 

1 BRB... cocccecceccececes 8 OO 
Wire cloth—Black 

12-mesh, per 100 aq. ft.... 3 18 
Cattle Wire—galvanised 

catch weight spool, per 

260 IB casconnscaccscoocs © 
Galvanized Hog Wire, 80 rod 


Gal plain wire, No. 9%, 
per 100 Ibe ......-eeseeee 8 
Btove Pipe, per stone....... 1 18 
WRINGERS 
we 790, Guarantee per dos. $55 0¢ 
770, Bicycle per dos. 53 5@ 
No. 670, Do per dos, 48 6¢ 
110, Brigh per dos. 3S 
No. 750, Guarantee per dos. it] 
— "4. Bicycle per see 63 +4 
0. Bi 
o. vor dos. 33 0 
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A restful night on Lake Erie 


on one of the great ships of the C & B Line 
makes a pleasant break in your journey. 
A good bed in a clean, cool stateroom, 
a long, sound sleep and an appetizing 
breakfast in the morning. 
Steamers 
“SEEANDBEE” — “CITY OF ERIE” — “CITY OF BUFFALO” 
Daily May Ist to November 14th 


Eastern Standard Time 


Leave Cleveland—9:00 P. M. Leave Buffalo— 9:00 P. M. 
Arrive Buffalo— *7:00 A. M. Arrive Cleveland *7:00 A. M. 


*Steamer ‘CITY OF BUFFALO” arrives 7:30 A. M. 


Connections for Niagara Falls, Eastern and Cana- 
dian points. Ask your ticket agent or tourist agency 
for tickets via C & B Line. ‘New Tourist Automo- 
bile Rate $7.50 and up. 


Send for free sectional puzzle chart of the Great 
Ship ‘‘SEEANDBEE"’ and 32-page booklet. 


The Cleveland and Buffalo Transit Co. 
Cleveland, Ohio 


Your Rail Ticket Four 
is Good . 





on our Steamers 














C & B Steamers 
in Daily Service 


Fare $5.50 








Aerial Tramways. 
Illustrated Books describing uses, Free 


American Steel & Wire 


New York me 
Birmingham vy 
8 — PRODUCTS CO.: 
Portland 


Uv. 8. 
, Caran Ss Francisco Los Angeles 








electrical, rope, barbed, 
plain, nails (bright and 
coated), tacks, spikes. 
bale-ties, hoops, springs, 
netting, wire fences, steel 
posts, steel gates, trolley wire, rail bonds, flat 
wire (strip steel), piano wire, round and odd- 
shaped wire, screw stock, concrete reinforcement. 
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The Double-Duty BRAKE SHEAR 


Always Ready for Use— 
Rapid—Clean Cutting 


Cuts 20 gauge and 
lighter straight as a 
Power Shear 


Simple—Absolutely 
Reliable 


Folds up out of the way 
so brake work can be 
done 


Strong—Easy to attach 
—Will last for years 


TRY IT TEN DAYS IN 
YOUR SHOP BEFORE 
YoU BUY 


DOUBLE-DUTY ELBOW COMPANY 
32 8B So. La Salle Street Aurora, Il. 














CHICAGO STEEL CORNICE BRAKES 


STANDARD OF THE WORLD 










| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


THE BEST BRAKE FOR ALL PURPOSES: 
Most Durable, Easiest ted, Low in Price; 
Made in All to Bend All Gauges 
of Metal. Over 23,000 in use. 


WRITE FOR PARTICULARS 
j DREIS & KRUMP MFG. CO.. 7404 Loomis Street ,CHICAGO 











We make Hand - Dipped 
Galvanized Shingles. 


Also Shingles from sheets 
already galvanized. 


Our Hand-Dipped Shingles are 
stamped from prime tin plate, and 
immersed, one at a time, in molten 
zinc. 
jensen We also make painted shingles— 
red and green. 

CORTRIGHT METAL ROOFING CO. 
50 N. 23rd Street, Philadelphia 
528 S. Clark Street, Chicago 














STANDARD’: 


VENTILATORand CHIMNEY CAP 


DS away with high stacks, swin  ooaly in the 
slightest Pome and positively cures -drafts. The 
strongest and most efficient combination to “2 had. Has 
fo equal for chimney purposes. All jobbers sell them— 
write your jobber or us for prices and catalog today. 
Manufactured by 
STANDARD VENTILATOR co, 


LEWISBURG 























Send for catalog today 


VIKING SHEAR CO., Erie, Pa. 


VIKING SHEAR 


Compound LEVER Handle—Removable Blades 


A child can work therm 








































te Bas 


te ATT REMI aa SBE ile 











Say you saw it in AMERICAN ARTISAN—Thank you! 
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Asbestos Paper. 
Sall Mountain Co., Chicago, Til. 


Asbestos ucts. 
Sall Mountain Co., Chicago, Til. 


Bale Ties. 
American Steel & Wire Co., 
Chicago, Til. 


Blowers. 
Sturtevant Co., B. F., Boston, Mass. 


Bolts—Stove. 
Kirk-Latty Mfg. Co., 
Cleveland, Ohie 


Brakes—Bending. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Brakes—Cornice 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Brass and Copper 
Copper & Brass Research As- 
sociation. New York 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Merchant & Evans Co. 
Philadelphia, Pa. 


Cans—Garbage 
Osborn Co., The J. M. & L. 
Cleveland, *Snie 


Costinge--tt Giese. 
Fanner Mfg. Co., Cleveland, Ohio 


Ceilings—M 
Friedley-Voshardt Co., 
Chicago, Ill 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Chaplets. 

Co., Cleveland, Ohio 
Chain—Sash. 

Parker-Kalon Corp., 

New York, N. Y. 


Fanner Mfg. 


Chimne 7 
Standard Ventilator o., 
Lewisburg, Pa. 





Cleaners—Furnace. 
Sturtevant, Boston, Mass. 

cl e. 4. 
Sturtevant, Boston, Masa. 


Copper. 
Copper & Brass Research As- 
sociation, New York 


Hussey & Co., C. G 
Pittsburgh, Pa. 


Cornices. 
Friedley-Voshardt Co., 
Chic Ti. 
Milwaukee Corrugating _— 
Milwaukee, Wis. 


Cut-Offs—Rain Water. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Dam: 
8S. M. Howes Co., 
Charlestown, Masa 


Damper Clips 
8. M. Howes Co., 
Charlestown, Mass. 


Diffuser—Air Duct. 
Aeolus-Dickinson Co., 
Chicago, Ill. 


Doors— Metal. 
David Lupton’s Sons Co., 
Philadeiphia, Pa. 


Eaves Trough. 
Berger Bros. Co., 
Philadelphia, Pa. 
Berger Co., L. D., P 
Phila elphia, Pa. 
Clark-Smith Hardware Co. * a 
Peoria, Ill. 
Lupton’s Sons Co., David, 
Philadel ate, Pa. 
Milwaukee Corrugating 
Milwaukee, Wis. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Elbows and Sh nductor. 


oes—Co. 

American Rolling Mill Co. 

iddletown, Ohio 
Ferdinan4a, 

Cincinnati, Ohio 


Dieckmann Co., 


Double-Duty Elbow Co., 


Aurora, Ill. 

Lupton’s Sons Co., David, 
Philadelphia, Pa. 

Milwaukee Corrugating Co. 
Milwaukee, Wis. 


Enamel Wire. 


Lalance & Grosjean Mfg. Co., 
Chicago, Tih 


Wood Faces—Cold Air. 
American Wood Register Co., 
Plymouth, Ind. 
Eaglesfield Ventilator Co., 
Indianapolis, Ind. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Fences. 


American Stee! & Wire Co., 
Chicago, Ill. 


Flue Thimbies. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 





Furnace Cement—Asbest 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Pecora Paint Co., 
Philadelphia, Pa. 
Sall Mountain Co., Chicago, Ill. 


Furnace Cleaners. 
Sturtevant Co., B. F., Boston, Mass. 


Furnace Fans. 
Sturtevant Co., B. F., Boston, Mass. 
Warm Air Furnace Fan Co., The, 

Cleveland, Ohio 


Furnace Rings. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Walworth Run Fdy. Co.,. 
Cleveland, Ohio 


Furnaces—Warm Air. 


American Furnace Co., 
St. Louis, Mo. 
on -m: Foundry & Furnace 
Bloomington, Il. 
Brillion Iron Works, 
Brillion, Wis. 
Chicago Furnace Supply Co., 
Chicago, Il. 
Excelsior Steel Furnace Co., 
Chicago, IL 
Floral City Heater Co., 
Monroe, Mich. 
Forest City Fdy. & Mfg. Co., 
Saovalend, ‘Ohio 
Gray & Dudley Co., 


Nashville, Tenn. 
Hall-Neal Furnace Co., 
Indianapolis, Ind. 


Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
ee. Ohio 
0., 


Hess-Snyder Co., 
Homer Furnace 


Coldwater, Mich. 
International Heater Co., 

Utica, N. Y. 
Kruse Co., Indianapolis, Ind. 

Lamneck Co., 7 © 
Columbus, Ohio 

Langenberg Mfg. Co., 
St. Louis, Mo. 

Lennox Furnace Co., 


Marshalitown, Ia.; Syracuse, N. Y. 
Liberty Foundry Co., 
St. Louis, Mo. 


Marshalltown Heater Co., 
Marshalltown, Iowa 
May-Fiebeger Furnace Co., 
Newark, Ohio 
The 
In 


Peoria, 
Monitor Furnace Co., 

Cincinnati, Ohio 
Mt. Vernon Furnace & Mfg. Co., 

Mt. Vernon, IIL. 
Mueller Furnace Co., J.. 
Milwaukee, Wis. 
Oakland Foundry Co 


Meyer Furnace Co., 


Belleville, Til. 
Peninsular Stove Co., 

Detroit, Mich. 
Quaker Mfg. Co., Chicago, Ill. 


Robinson Furnace Co., 
Chicago, Il. 
Robinson Furnace Co., A. H., 
Cleveiand, Ohio 
Rybolt Heater Co., Ashland, Ohio 
Schwab & Sons Co. R. 


Milwaukee, Wis. 
Security Stove & Mfg. Co., 
Kansas City, Mo. 


Standard Foundry & Mfg. Co., 
DeKalb, IL 


Standard Furnace & Supply Co., 
Omaha, Neb. 

St. Clair Foundry Corporation, 

Centralia, Ill. 

Co., 

St. Louis, Mo. 

Success Heater Mfg. Cvo., 


St. Louis Heating 


Des Moines, Iowa 
Thatoher Co., Chicago, Ill. 
Utica Heater Co., Utica, N. ¥. 
Waterman-Waterbury Co., 
Minneapolis, Minn. 
Western Steeel Products Co., 
Duluth, Minn. 
Wise Furnace Co., Akron, Ohio 
Williamson Heater Co., 
Cincinnati, Ohio 
Garages—Metal. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Glass—Wire. 
David Lupton’s Sons Co., 


Philadelphia, Pa. 


Grilles. 

Diamond Mfg. Co., Wyoming, Pa. 
Hart & Cooley Co., 

New Britain, 

Tuttle & Bailey Mfg. Co., 

Chicago, 


Conn. 
Ill. 


Handles—Boiler. 
Berger Bros. Co 


Philadelphia, Pa. 
Hangers—Eaves Trough. 
Berger Co., L. D., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Heaters—Cabinet. 
Gray & Dudley Co., 
Nashville, Tenn. 
Mueller Furnace Co. L. J. 
jlwaukee, Wis. 
Peninsular Stove Co., 
Detroit, Mich. 


Waterman-Waterbury Co., 
Minneapolis, Minn. 


Heaters—School Koom. 


Floral City Heater Co., 
Monroe, Mich. 


Meyer Furnace Co., The 
Peoria, Il. 
Standard Furnace & Supply Co., 
Omaha, Neb. 


Waterman-Waterbury Co., 


Minneapolis, Minn. 


Hooks—Conductor. 


Berger Co., L. 


D., 
Philadelphia, Pa. 


Humidifiers. 
Robinson Furnace Co., 
Chicago, Ill. 


Jobbers—Hard ware. 
Clark-Smith Basdwere Se. 


eoria, Ill. 


Kitchen Utensils. 


Lalance & Grosjean Mfg. Co., 


Chicago, Il 


Lath—Expanded Metal. 


Milwaukee Corrugating Co., 


ilwaukee, Wis. 


Machines—Crimping. 
Bertsch & Co 


Cambridge City, Ind. 


Machinery—Culvert. 
Bertsch & Co. 


Cambridge City, Ind. 


Tinsmiths. 
Bertsch & Co., 
Cambridge City, 
Chicago Elbow Machine Co., 
Oak Park, Il. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Great Lakes Supply Co. 
South Chicago, Ill. 
Marshalltown Mfg. Co., 
Marshalltown, Iowa 
Osborn Co., The J. M. & L. A., 
oe EA Ohio 


Ind. 


Peck, Stow & Wilcox Co., 
Southington, Conn. 
Unishear Co., The, New York, N. Y. 
Whitney Mfg. Co., W. A., 
Rockford, IL 
Whitney Metal Tool Co., 
Rockford, Il. 


Metals—Perforated. 
Diamond Mfg. Co., Wyoming, Pa. 
Harrington & King Perforating 

Co., Chicago, Ill 


Miters. 
Friedley-Voshardt Co., 
Chicago, 
Corrugating Co., 
Milwaukee, 


Ii. 
Wis. 


Milwaukee 


Miters—Eaves Trough. 


David Lupton’s Sons Co. 

Philadelphia, Pa. 

Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Nails—Slating. 


Hussey & Co., 


Cc. G., 
Pittsburgh, Pa. 


Nailse—Wire. 


American Steel & Wire Co., 
Chicago, 


Oil Burners. 


Security Stove & Mfg. Co., 
Kansas City, 
Quaker Mfg. Co., Chicago, Ill. 


Ornaments—Sheet Metal. 
Friedley-Voshardt Co., 


Chicago, Ill. 
Gerock Bros. Mfg. Co., 
St. Louis, Mo. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Paint. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 


Pecora Paint Co., 
Philadelphia, Pa. 


Patterns—Furnace & Stove. 
Cleveland Castings Pattern Co., 
Cleveland, Ohio 
Quincy Paftern Co., Quincy, Il. 
Vedder Pattern Works, 
Troy, N. Y. 


Pipe and Fittings—Furnace. 
Chicago Furnace Supply Co., 
Chicago, Ill. 
Excelsior Steel Furnace Co. m. 


Chicago, 

Henry Furnace & Fdy. Co. 
Cleveland, Ohio 

Ohie 


Lamneck Co., W 
* Columbus, 


Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 
Osborn Co., The J. & L. A., 
Cleveland, Ohio 


Robinson Furnace Co., 
Chicago, Ill. 
Standard Furnace & Supply Co., 
Omaha, Neb. 


Pipe and Fittings—Stove. 
Excelsior Steel Furnace Co., 
Chicago, Il. 
Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


uctor. 


0., 
Philadelphia, Pa. 
Clark-Smith Hdw. Co., Peoria, Il. 


Pi 
Berger Bros. 


Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Friedley- Voshardt Co., 
Chicago, Ii. 


Hussey & Co., C. 
Pittsburgh, Pa. 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 
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VV OMEN who know good 


or This Trade Mar 








This Trade Mark 
is burnt in ne 
amel on eac 


kitchen ware always look 
when 


ying culinary utensils. 


AGATE 


NICKEL-STEEL WARE 


has been the 
standard for over 
forty years. It is 
very handsome in 
appearance, being 
double coated 
with a hard,glassy 
enamel, giving it 
a smooth, hi ighly 
lished sur 
t is guaranteed 
absolutely pure 
and safe for all 
kinds of culinary 
work. Altogether 
it is the cleanest, 
most durable and 
best ware for fam- 


ily use ever put on the market. 


Our catalog has illustrations and descriptions of Ee 
tically every article in the culinary and kindred 


Write today for our catalog and prices. 


LALANCE & GROSJEAN MFG. CO. 
CHICAGO, ILLINOIS 


1900 South Clark Street 
NEW YORK 


COV URCUEEECOECREEELEEROEEUUREUEEUECCEEOEROGEEOEEOREOUEEOSOO ERO OROGOROUEEERED 
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Si 1841 
Since 1841 in our manufacture of 
the Coes Knife-Handle Screw 
Wrench and from the time the Coes 
Steel-Handle Screw Wrench was 
first placed on the market, we have 
always adhered to a firmly fixed 
policy. 

Our policy is never to use materials 
or employ methods that would add 
to the cost of the 


COES 
WRENCH 


unless we could positively show 
where it would add to the quality of 
the finished product. 

We are still making and shipping 
“The sim wrenches in the plainest 
packages,"’ so that every Jobber and 
Dealer can unhesitatingly offer the 
most wrench value for the price. 

Sizes: 6 to 21 inches. Any Jobbe1 
will supply you. 


COES WRENCH COMPANY 




















KESTER SOLDER 


Self-Fluxing 





(Underwriters’ Laboratories Inspected) 


“Requires Only Heat” 















‘ a 
y.* ay = eX : 


ho 
ay. * bs ba 




















—— 





For Dirty Work 


ARTS to be soldered should be ) 
clean—yes, but how often are they? | 
| 





In outdoor sheet-metal work dirty jobs 
are often met. Usually this work must 
stand up well and it is vital to have a 
well soldered joint. | 


5. TS TT tts 


On a job like that, Kester is in its glory. 
Just apply. heat and see how the scien- 
tific flux flows out, just before the solder 
melts. An ideal combination—this 
scientific flux, and bright virgin tin 
and lead solder. The only result can 
be neat and substantial work. And at 
that, in a fraction of the time consumed 
by using common solder. 


Pe } 
= 
- 


~~ 








. 
ad 





general use in 1 Ib. cartons; 1, 


5 nd 10 1. spools. mall es Acid-C Solder, K 
ore ester 
Metal Mender ga etc. For delicate 


radio and electrical work — Kester Rosin -Core Solder. 
+ —2 


Sa by the a4 


CHICAGO SOLDER COMPANY 
4243 Wrightwood Ave. 
CHICAGO, U.S.A. 














Say you saw it in AMERICAN ARTISAN—Thank you! 
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Posts—Steel Fence. 


American Steel & Wire Co., 
Chicago, IIL 


Punches. 
Bertsch & Co., 
Cambridge City, Ind 
Parker-Kalon Corp., 
New York, N. Y. 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Whitney Mfg. Co., W. A., 
Rockford, Ill. 
Whitney Metal Tool Co 
Rockford, Til. 


Punches—Combination Bench and 
Hand 


Parker-Kalon Corp., 
New York, N. Y¥. 
Whitney Metal Tool Co., 
Rockford, Ill. 
Whitney Mfg. Co., W. A., 
Rockford, I. 


Punches—Hand. 

Whitney Metal Tool Co., 
Rockford, Il. 

Whitney Mfg. Co., W. A., 
Rockford, Ill. 


Putty—Stove. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 


Pecora Paint Co., 
Philadelphia, Pa. 


Quadrants—Damper. 
Parker-Kalon Corp., 
New York, N. Y. 


Ranges—Combination Gas & Coal. 
Quick Meal Stove Co., 
St. Louis, Mo. 
Thatcher Co., Newark, N. J. 
Ranges—Gas. 
Quick Meal Stove Co., 
St. Louis, Mo. 
Gray & Dudley Co., 
Nashville, Tenn. 


Registers—Warm Air. 
American Wood Register Co., 
Plymouth, Ind. 
Chicago Furnace Supply Co., 
Chicago, Ill. 
Eaglesfield Ventilator Co., . 
Indiana olis, Ind. 
Excelsior Steel Fu: nace os te P 
Chicago, Til. 
Hart & Cooley Co., » : 
New Britain, Conn. 
Henry Furnace & Fiy. Co., 


Lamneck & Co., Cleveland, cae 

Columbus, Ohio 
Mawacles Gocngnate ee 
Mueller Furnace ons -_ 
Peoria Wood Me ae gid 


P 
Robinson Furnace Co., yom, aM. 


Chica » Be 
Rock Island Register Co., = ; 


Rock Island, Ill. 
Standard Furnace & Supply Co. ° 


Omaha, " 
Stearns Register Co., zug 


Detroit, Mich. 
Tuttle & Bailey Mfg. C - 


0., 
Ch 
Walworth Run Fay. Chicago, _. 


Cleveland, Ohio 


Registers—Wood. 
American Wood Register Co., 
Plymouth, Ind. 
Chicago Furnace Supply Co., on 


Chi 
Eaglesfield Ventilator zhicago, =. 


Indian li 
Peoria Wood Register Co. — 


Peoria, Ill. 


Repairs—Stove and Furnace. 
Hessler Co., H. E., 


Syracuse, N. 
Northwestern Stove Repair Co., » 


Chicago, i. 


Ridging. 
American Rolling Mill Co. 


Middl 
David Lupton’s Sons town, Cute 


0. 
Philadelphi 
Milwaukee Corrugating Co., wate 


Milwaukee, Wis. 


Rivets—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Roasters. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Rods—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Rolls—Forming. 


Bertsch & Co 
Cambridge City, Ind. 


Roofing Cement. 
Connors Paint Mfg. Co., Wm., 
Troy, N. Y. 
Pecora Paint Co., 
Philadelphia, Pa. 


Roof—Flashing. 
Hessler Co., H. E., Syracuse, N.Y. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Roofing—Iron and Steel. 
American Roofing Mill Co., 
Middletown, Ohio 
Cortright Metal Roofing Co., 
Philadelphia, Pa. 
Friedley-Voshardt Co., 
Chicago, IIl. 
Granite City Steel Works, 
Granite City, Il. 
Inland Steel Co., Chicago, Il. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
National Enameling and Stamping 
Co. Granite City, Ill. 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Roofing—Tin. 
Taylor Co., N. & G., 
Philadelphia, Pa. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Roofing—Zinc. 


New Jersey Zinc Sales Co., The, 
New York, Y 


Rubbish Burners. 
Hart & Cooley Co., 
New Britain, Conn. 


Sal—Ammoniac. 


Special *Shemicals Co., 
Highland Park, Ill. 


Schools -Sheet Metal Pattern 
Drafting. 
St. Louls Technical Institute, 
St. Louis, Mo. 


Screws—Sheet Metal. 


Parker-Kalon Corp., 
New Yerk, N. Y. 


Screens—Perforated Metal. 


Harrington & King Perforating 
Co., Chicago 


Shearse—Hand and Power. 
Double-Duty Elbow Co., 
Aurora, Ill. 
Marshalltown Mfg. Co., 
Marshalltown, Iowa 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Un'shear Co., The, New York 
Viking Shear Co., Erie, Pa. 


Sheets—Black and Galvanized. 


American Rolling Mill Co., 
Middletown, Ohio 
Davis Co., Inc., C. 8., Chicago, Ill. 
Granite City Steel Works, 
Granite City, Il. 
Inland Steel Co., Chicago, Ill. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
apenal Enameling and Stamping 
Granite ap « Ill. 
Gubere Co., The J. M. & L. 
Cleveland, *Shio 
Taylor Co., N. & G., 
Philadelphia, Pa. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Sheets—lIron. 
American netting, Mill Co., 
Middletown, Ohio 
Merchant & Evans Co. 
Philadelphia, Pa. 


Sheets—Tin. 
Davis Co., Inc., C. S., Chicago, Il. 
Granite City Steel Works, 
Granite City, Il. 
Merchant & Evans Co., 
Philadelphia, Pa. 
- ~~ Enameling and Stamping 
+ oe City, Ill. 
Taylor Co., N. 
Philadelphia, Pa. 


Sheets—Zinc. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 


Shingles and Tiles—Metal. 
Cortright Metal Roofing Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Shingles— Asphalt. 
Sall Mountain Co., Chicago, II. 


Shingles—Zinc. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Sifters—Ash. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 


Sky Lights. 
David Lupton’s Sons Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co. 
Milwaukee, Wis. 


_. 
Peck, Stow & Wilcox Co., 
Southington, Conn. 


Solder. 
Chicago Solder Co., Chicago, Ill. 
Double-Duty Elbow Co., 
Aurora, Il. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Soldering Furnaces. 
Bernz Co., Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 


Detroit, Mich. 
Diener Mfg. Co., G. 


“Ghent, Ill. 

Double Blast Mfg. Co., 
North Chicago, Til. 

Quick Meal Stove Co., 
- St. Louis, Mo. 


Soldering Supplies. 
Double-Duty Elbow Co., Aurora, Il. 
Special Chemicals Co. 

Highland Park, Ill. 


Specialties—Hardware. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 


Hessler Co., H. E., Syracuse, N. Y. 


Stare—Hard Iron Cleaning. 
Fanner Mfg. Co., Cleveland, “Onto 


Statuary. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Steel Stampings. 
American Tube & Stamping Co., 
Bridgeport, Conn. 


Steve Reducers. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Stoves—Camp. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves—Gasoline and Oil. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves and Ranges. 
Gray & Dudley Co., 
Nashville, Tenn. 
Oakland Foundry Co., 
Belleville, Ill. 
Peninsular Stove Co., 
Detroit, Mich. 
Quick Meal Stove > 


St. Lowis, Mo. 

Thatcher Co., Newark, N. J. 
T 8, es. 
American Steel Wire Co., 

Chicago, Ill. 
t—Elastic. 


Tile Cemen 
Pecora Paint Co., 
Philadelphia, Pa. 


When writing mention AMERICAN ARTISAN—Thank you! 


Tinplate. 

Davis Co., Inc., C. S., Chicago, Ill 
Granite City Steel Works, 

Granite City, Il) 
Milwaukee Corrugating Co., 

Milwaukee, Wis 
National Enameling and Stamping 

Co., Granite oy. Il 

Osborn Co., The J. M. & L. 
Cleveland, *Ghio 
Taylor Co., N. & G., 

Philadelphia, Pa 


Tin—Perforated. 
Harrington & King Perforating 
Co., Chicago, Il 


Toolse—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ind 
Chicago Elbow Machine Co., 
Oak Park, Ill 
Dreis & Krump Mfg. Co., 
Chicago, Il! 
Great Lakes Supply Co., 
South Chicago, Il 
Hopson & Co., W. C., 
Grand Rapids, Mich. 
Marshalitown —- Co. 
Marshalitown, Iowa 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio. 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Unishear Co., The, New York, N. Y. 
Viking Shear Co., Erie, Pa. 
Whitney Mfg. Co., W. A., 
Rockford, Il! 
Whitney Metal Tool Co., 
Rockford, Il. 


Torches. 
Bernz Co., Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 
Columbus, Ohio 


Clayton & Lambert a, Co., 
troit, Mich. 
Diener Mfg. Co., G. rr 
Chicago, Il. 


Double Blast Mfg. Co., 
North Chicago, Tn. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Trade Extension. 
Copper & Brass Research As- 
sociation New York, N. Y. 
Sheet Steel Trade Extension 
Committee, Pittsburgh, Pa. 


Transit Com 
Cleveland & Buffalo ansit Co., 
Cleveland, Ohio 


Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohio. 


Ven 
Arex Company, Chicago, Ill. 
Aeolus Dickinson Co., Chicago, Ill. 


Berger Bros. Co. 
Philadelphia, Pa. 
Friedley-Voshardt Co., 
Chicago, Ill. 
David Lupton’s Sons Co. 
Philadeiphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Royal Ventilator Co., 
Philadelphia, Pa. 
Standard Ventilator Co., 
Lewisburg, Pa. 


Sturtevant Co., Boston, Mass. 


Ventilators—Celiling. 
Eaglesfield Ventilator Co., 
Indianapolis, Ind. 
Hart & Cooley Co., 
New ppettate. Conn. 
Henry Furnace & Fdy. 
Cleveland, Ohio 
Tuttle & Bailey Mfg. Co., 
New York 
Sturtevant Co., B. F., Boston, Mass. 


Windows—Steel. 
David Lupton’s Sons Co. 
Philadelphia, Pa. 


Wire—Electrical. 
American Steel & Wire Co., 
Chicago, Ill. 


Wire Hoops. 
American Steel & Wire Co., 
Chicago, Ill 


Wire Rope. 
American Steel & Wire Co., 
Chicago, Ill. 


Ww 
Coes Wrench Co., 
Worcester, Mass. 


Merchant & Evans Co., 
Philadelphia, Pa. 
New Jersey Zinc Co., 

New York, N. ¥. 





July 10, 1926 


WANTS AND SALES 


Any yearly subscriber to 
AMERICAN ARTISAN may in- 
sert advertisements of not more than 
fifty words in our Want and Sales 
Columns WITHOUT CHARGE. 

Such advertisements, however, 
must be limited to help or situation 
wanted, tools or equipment for sale, 
to exchange or to buy, business for 
sale or location desired. 


BUSINESS CHANCES 


LIGHTNING RODS—Dealers who are 
selling Lightning Protection will make 
money by writi us for our latest Fac- 
tory to Dealer Prices. We employ no 
salesmen and save you all overhead 
charges. Our Pure Copper Cable is en- 
dorsed by the Mutual Insurance Com- 
wanes and hundreds of reliable dealers. 

rite today for samples and prices. L. 
DIDDIE CO., Marshfield, Wis. 


For Sale-or Trade—A dandy good sheet 
metal, plumbing, auto radiator and fur- 
nace shop. A good set of tools, Robinson 
brake. Have a new National Cash 
register and safe. Will sell for $1,000 or 
$600.00 without tools. Have tinware 
stock some bolts, nails and auto acces- 
sories. This is a money maker. Reason 
for selling other business. Will sell on 














easy terms. Address — Acme _ Sheet 
Metal and Radiator Works, Parkston, 
South Dakota. 2-3t. 





For Sale—Tinning, plumbing and radi- 
ator shop also furnace. In town of 1,500. 
More work than one man can do the 
year around. Rent reasonable. Store is 
on main street. You don’t have to buy 
tools unless you want them. Invoice 
about $800.00. Reason for ¢elling other 
business. In addition have a nice stock 
of tinware. Buyer may have these for 
$300.00 down, rest easy ment to suit. 
Address X--10, care x ICAN ARTI- 
SAN, 620 South Michigan Avenue, Chi- 
cago, Illinois. 1-3t 





For Sale—Manufacturing business; 
manufacturing poultry equipment and 
other sheet metal apodia ties. Modern 
equipment, practically new, consisting of 
large and small presses, electric welder, 
double seamer, brakes and small ma- 
chines. Orders ahead for next three 
months. A good opportunity for a good 
salesman and capable manager. For fur- 
ther information address X-14, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 2-3t 





For Sale—On account of poor health 
doctor orders change of climate so will 
sacrifice business. Will sell or lease build- 
ing and tinner’s tools. Well established 
business 22 years operated; good location, 
city of Des Moines; population 160,000. 
Or will trade for Denver or Colorado 
property or business. Write Northwestern 
Tin a * 506 East Walnut Street, Des 
Moines, Iowa 2-3t 


For Sale—Only exclusive hardware ~~ 
implement business in town of 900. 
cated in the beautiful lake region ." 
central Minnesota, and in a fast grow- 
ing dairy community. Splendid opening 
for tinner and plumber. reasons for 
selling. No trades considered. Address 
B-99, care AMERICAN ARTISAN, 620 
South Michigan avenue, Chicago, anaes. 








For Sale—Good sheet metal contractin 
business, north side, Chicago; establishe 
in 1916; fully equipped; excellent location; 
plenty of work the year around. Shop in 
new — hn consider partner or 
sell reasonably priced. Owner has other 
business interests. Address X-2, care 
AMERICAN ARTISAN, 620 South Mich- 
izan avenue. Chicago, lilinois. 25-3t 

Send $2.00 for pattern and directions 
for making roof saddle for chimneys. 
Made out of one sheet of galvanized iron 
and 2 hours’ time and sells easily at $4.50. 
When once used, carpenters and masons 
will use no other method as it saves its 

rice in labor. Address G. A. Sipma, 

ospers, Iowa. 2-3t 





BUSINESS CHANCES 
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SITUATION WANTED 











For Sale—1 American cash _ register 
from 1 cent to $99.99. 1 check-o—meter 
just like new to protect your checks. 1 
four drawer filling cabinet. 1 Medium 
size safe. 1 small scale. 1 Sundstrand 
adding machine. 2 aluminum display 
stands. 1 wringer’ stand. 1 wagon 
stocker. 1 store ladder with 30 foot 
track, 1 wire screen rack, 1 foot cover 
stand. 1 Chevrolet truck only used 1% 
year used 6000 miles in good condition. 
If interested write X-13, care AMER- 
ICAN ARTISAN, 620 South Michigan 
Avenue, Chicago, Illinois. 1- 3t. 

For Sale—Foundry hot air furnace and 
general | plant; in city of 100,000; 
6 acres; trackage; modern equipment. 
Ideal for large automotive production; 
going business. Selling account other in- 
terests. $120,000 deal; one-half cash. 
Midland Commercial Brokers, Danville, 
Illinois. 25-3t 


Mr. Tinner—Turn your scrap pile into 
money by manufacturing metal letter 
boxes; every dwelling a prospect; sample 
letter box furnished, postage paid, upon 
receipt of price, $1.00. Address P. H. Cot- 
ton Metal Works, 4628 Bienville St., New 
Orleans, Louisiana, America’s most inter- 
esting city. 1-3t 











For Sale—Or lease, fully equipped tin 
shop. I run plumbing shop in connection, 
but will run that myself. Will go half 
in rent, lights and fuel. Good place for 
live tinner. A good proposition. Address 
—Ed. Rinke, Flat River, Missouri. 26-3t. 





For Sale—Established fully equipped 
tin shop in Fort Arthur, Texas. Popula— 
tion 40,000. Retiring on account of old 
age. Opportunity for a hustler. Address 
—P. A. Wutke, 1712 ith Street, Port 
Arthur, Texas. 1-3t. 





For Sale—Tin shop in Chicago. Con- 
sisting of brakes, benches, rollers, etc., 
complete. Address—X-5, care AMERI- 
CAN ARTISAN, 620 South Michigan Av- 
enue, Chicago, Illinois. 26-3t. 


HELP WANTED 


Wanted—Combination plumber and tin- 
ner in small town shop. Married man 
preferred. Steady work at top wages for 
a man who wants a steady job. Give 
references in first letter. Address C. A. 
Patterson, % Antelope Valley Shops, 
Lancaster, California. 2-3t 














Wanted—Man with experience in mak- 
ing electric signs to work in Florida. 
State fully what experience you have had 
and with what concerns. Age, wages, 








etc. Address—X-17, care AMERICAN 
ARTISAN, 620 South Michigan avenue, 
Chicago, Illinois. 2-3t. 





Wanted—First class sheet metal worker. 
Experienced in all kinds of general job 
work and furnace work. Steady job the 
year around to man who can fill the bill. 
Address—Bodlak's Tin Shop, Devils Lake, 
North Dakota. 26-3t. 





Wanted—Four all around sheet metal 
workers. State experience. One dollar 
per hour. Steady position in south. Ad- 
dress—X-15, care AMERICAN ARTISAN, 
620 South Michigan avenue, Chicago, Illi- 
nois. 2-3 

Wanted—Furnace salesman for Spring- 
field, Missouri; city of 65,000 population. 
Good wages for man that can get busi- 
ness. Address—W. L. Woodruff Furnace 
Company, 314 South Avenue, Springfield, 
Missouri. 26-3t. 

Wanted—At once a man that can do 
work that comes in a country tin shop. 
Also some knowledge of plumbing. I will 
pay $30.00 per week the year around for 
this kind of man. Address—O. L. Dow- 
ard, Mt. Morris, Illinois. 1-3t. 


Wanted—At once, combination plum- 
ber, tinner and heating man. One who 
can estimate and layout his own work. 
Address Box 15, Albion, Nebraska. 25-3t 


Wanted—First-—class plumber, steam and 
hot water fitter. Steady job the year 
around. Address—Wm. Serres, Algon- 
quin, Miinois. 26-3t. 

Wanted—First class sheet metal work- 
er and furnace man. Address R. F. 
Boehm, 1105 Avery Street, Kenosha, Wis- 
consin. 2-3t 

Wanted—Good reliable plumber. Ad- 
dress—Charles Soames, 15 West 5th 
Street, Peru, Indiana. 1-3t. 























Wanted—Tinner and furnace man with 
knowledge of plumbing, pump and wind- 
mill work. Steady work the year around 
and more than one year for the right 
man. Prefer middle aged married man. 
Located 70 miles west of St. Joseph, 
Missouri, on the ocean to ocean highway, 
in a town of 2,000. Address— Moser 
Brothers, Sabetha, Kansas. 24-3t. 





Situation Wanted—Energetic trust- 
worthy young man wishes to make 
change. Am capable of estimating fur- 
nace jobs, installing same, and do sheet 
metal work. Can sell and repair stoves; 
have had years of practical experience in 
the above lines. Wish to locate in Mon- 
tana or Wyoming. Am married man with 
a family. Age 40 years. Prefer town 
where there is a Catholic church and 
school. At present am employed with 
employer for years. Address—X-7, care 
AMERICAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago, Illinois. 26-3t. 





Situation Wanted — Competent sheet 
metal worker of 13 years’ experience de- 
sires to make a connection with a good 
reliable sheet metal shop or hardware 
store. Can lay out patterns and erect any 
sheet metal job or warm air heating sys— 
tem. Nothing but a steady year around 
proposition considered. Prefer Minnesota 
or neighboring states. Address X-8, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 26-6t 


Situation Wanted—Shop man, age 53, 
efficient detailer and draftsman, experi- 
enced on hand and power equipment to 
produce any sheet metal work coming to 
general jobbing shop of larger city, in- 
cluding H. V. and blower systems. A 
number of years in full char Address 
X-3, care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 

25-3t 


Situation Wanted—By sheet metal 
worker, years of experience in furnace in- 
stallation and repair. Familiar with blue 
print and drafting, shop work and pi 
ntting. A-1 reference. West or Sout 
west preferred. Married. Age 39. Now 








employed. Change desired. Address T 
R. Anderson, 1213 Grand Ave, Charles 


City, Iowa. 1-3t. 


Situation Wanted—By first class fur- 
nace man and sheet metal worker. Cap-— 
able of supervising installers, some engi- 
neering experience. 14 years general ex- 
perience. Can lay out and erect jobs in 
proper manner. State hours, wages in 
first letter. Address X-1l, care AMER- 
ICAN ARTISAN, 620 South Michigan 
Avenue, Chicago, Illinois. 1-3t. 





Situation Wanted—By a good reliable, 
steady tinner and furnace man; age 35; 
with plenty of experience in all lines of 
sheet metal work. Would take over shop 
that has plenty of work on percentage 
basis. Please state hours and wages. 
Address J. J. Fritch, 1175 West 9th street, 
Des Moines, Iowa. 25-3t 





Situation Wanted—By | all ‘around sheet 
metal worker; 20 years’ experience. Lay- 
out cornice, skylight, blow pipe and venti- 
lation, also furnace work from blue prints. 
First class workmanshi _pezentess. Ad- 
dress X-6, care AMERICAN ARTISAN, 
620 South Michigan yng Chicago. nli- 
nois. 26-3t. 





Situation Wanted—Warm air heating 
engineer and furnace salesman of unus- 
val ability and with best references. 
Employed at. present, desire to connect 
with live company and good furnace line. 
Address X-12, care AMERICAN ARTI- 
SAN, 620 South Michigan Avenue, Chi- 
cago, Illinois. 1-3t. 





Situation Wanted—By an all around 
plumber, tinner and furnace man, who 
understands steam and hot air heating 
and al around repairing. Will go any- 
where. Address X-9, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 1-3t. 


Situation Wanted—Tinner and furnace 
man wants job; can come at once. Lo- 
cation and wages not considered. Can 
do some plumbing. Small town with hard- 
ware store preferred. Address J. R. Alex- 
ander, 1657 Delhi Street, Dubuque, lowa 


e7o 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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TINNERS’ TOOLS 





SPECIAL NOTICES 








Wanted—To buy, a hand lever deep 
throat shear, similar to the Gallagher 
pattern. Capacity No. 14 gauge ‘steel. 
Also an extra small burring and turning 
machine; each must be in best of work- 
ing condition and low in price. Address 
—Dean Specialty Works, San Antonio, 
Texas. 26-3t. 





For Sale—Strips of No. 26 gauge gal- 
vanized iron average size 3% to 4% wide 
by 30-in. long cut from ends of new 
prime stock sheets. Approximately 2% 
tons. Offer price. Address—Edward q 
Lyons, Sheet Metal Works, 359 North 
Clark Street, Chicago, Illinois. Telephone 
Delaware 5859 1-4t. 





For Sale—2 pair 30-in. rollers, $25.00 
cash. 1 Western Triumph square shear, 
$25.00. Also complete set roofing and 
plumbing tools. rite for price. Closing 
out estate. Address—W. L. Salyers, ad- 
ministrator, Carrollton, Ky. 26-3t. 





Wanted—To buy one ten foot brake in 
good condition. Describe fully and state 
price. Send replies to X-16, care AMER- 
ICAN ARTISAN, 620 South Michigan ave- 
nue, Chicago, Illinois. 2-3t. 





For Sale—A full and complete outfit of 
plumbers’ and steamfitters’ tools. All in 
first-class condition. A list and prices 
sent on application. Address Roy S. 
Lash, Lexington, Nebraska. -3t 





Wanted—Crimping or: corrugating roll, 
for 18-in width and %-in. by \%-in. corru- 
gation. State i! gg price. Address— 
N. L. Hall, Box 282, La Salle, Illinois 





Manufacturers 
of 
Warm Air Heaters 





ERE’S the salesman 
you're looking for. 


He can help you in that 
sales drive that you are 
putting on— he gets re- 
sults—he knows the game 
-—he knows the trade and 
he is ne a and = 
spected by sands 
live, high class warm air 
heater installers through- 
out the country and es- 
pecially in the middle west 
and west. 


He has called on the trade 
and sold warm air heaters 
for many years—yet he’s 
an up-to-date salesman 
who works every week of 
the year—rain or shine. 


This salesman’s name is 
AMERICAN ARTISAN 


and you can secure his 
services at once. 


Write today and get com- 

lete details concerning 

his ability to work for 

you and with your 
sa 




















The Rate for Special Notices 
— displayed want ads — 
$3.00 per inch per insertion. 





ATENTS 


HUBERT E. PECK 
Patent Attorney 
Barrister Bidg.. WASHINGTON, D. C- 





WANTED 


To add several products to our present 
business by going manufacturing com- 
pany. Address L-68, care AMERICAN 
ARTISAN, 620 South Michigan Ave- 
nue, Chicago, Illinois. 24-3t 





SITUATION WANTED 


With Furnace Manufacturer. Married 
man, 38 years old. Have had several years 
experience in warm air heating business. 
Know how to plan, sell and install. Would 
like to secure position with some good fur- 
nace manufacturer in the office as assistant 
or to do any kind of detail work. Would 
not object to do some traveling on expert 
work. Address L69, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois, 24-It. 





July 10, 1926 


SPECIAL NOTICES 
JUNIOR SALESMAN WANTED 


High grade manufacturer of warm 
air furnaces and boilers has opening 
for several junior salesmen on Chicago 
and nearby territories. Duties at pres- 
ent will consist of intensive develop- 
ment work but regular territories will 
be arranged later for all men with 
successful record. 


Would. prefer negotiating with ap- 
plicants between age of 24 and 27 who 
have had considerable retail selling 
experience in Hardware or Contract- 
ing shops. Address L-67, care 
AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 

22-3t. 








ELECTRIC SIGNS 


Add this work to your shop and make big 
money. Shop rights with patterns for sale. 
Lately patented and easily made. Send 
for circular. 
CHERRY SIGN COMPANY, 
SPRINGFIELD, OHIO 





SITUATION WANTED 


As traveling Salesman or as Local Man- 
ager with Furnace Manufacturer. Well ac- 
quainted with Local Dealers throughout the 
state of Illinois with several good prospects. 
Thoroughly familiar with furnace instalia- 
tion and layout work. Best references. Ad- 
dress L-71, care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 

26-1t. 


























The F & P Service is an unlimited system whereby 
an advertiser may obtain the services of a group of ad- 
verlising men at a cost less than that of an office boy. 


1. The planning and putting into 
operation, all advertising plans 
for your company. 


2. A direct-by-mail system, made, 
planned and produced exclu- 
sively for you and mailed at 
regular intervals—(No syndi- 
cate service.) 


3. Constructive counsel on special 
campaigns. 


4. General publication plans. 


5. The compiling of special litera- 
ture, folders, booklets, cata- 
logues, color and plain ads. 


6. Expert advice on proper media. 


7. Manufacturer and dealer co- 
operation; general organizing 
and systematizing. 


8. A guaranteed saving on all pro- 
duction, such as electros, plates, 
art work, printing, mailing, etc. 





COUPON 


FRIEDMAN & PECK, 
431 8S. Dearborn St., 
Chicago, Il. 


Would like to know more 
about your F & P Service. 


PUD 0 0006464600s caeedetecerees 


RIOR bcs os cpcneeéecces count 





ere 








(Investigate the other exclusive features of the F & P Service) 
Full or Part Service Obtainable 





——!a 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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Save on Books by Ordering With Your Subscription Renewal 











The Universal Sheet Metal Pattern Cutter Vols. 1 and 2 
By Neubecker 

ERE are two books that can’t be beat. They are the most 

practical and useful treatises on the subject, 

Work of all the branches of the trade and the broadest scope 
of details are found—inside and outside work—small jobs and 
= - complicated are shown, explained and profusely illus- 
rated, 

The first volume deals with all types and kinds of inside 
small and large sheet metal work, 

The second volume of this practical work deals with the more 
advanced branches of sheet metal work, in fact is largely de- 
voted to the architectural end of the business, It consists of 
400 double column pages and is illustrated with 711 engravings 
showing all methods under treatment, as well as perspective 
views of the subjects of the patterns, and other demonstrations 
in their finished state. It includes drawing, full sized detailing 
and lettering, development and construction of sheet metal 
cornices and skylights, leaders, copings, pediments, circular 
work, dormer and bay windows, sheet metal ornamentations, 
electrically illuminated signs, hollow metal windows, frames 
and fire doors, metal roofing, etc. , 

The volumes are bound in heavy cloth and each measures 
9x12in. Kach contains over 380 pages and 680 original draw- 
ings. Price $7.50 each. 

Exhaust and Blow Piping 
By Hayes 
XHAUST and Blow Piping has had an unusually big demand, 
A fresh supply is now off the press and is in our hands for 
immediate delivery. It has an invaluable treatise on the plan- 
ning, cost, estimation and installation of fan piping in all its 
branches giving all necessary guidance in fan work blower and 
separator construction. 159 pages, 5x8. 51 figures, Cloth, $2.00. 


Manual of Automotive Radiator Construction and Repair 
By F. L. Curfman and T. H. Leet 

NYONE interested in Radiator Repairing will find the 185 

pages of practical instructions and the 120 illustrations 
showing actual construction and repairing a big help. In a con- 
densed manner some four to five thousand answers to questions 
are given. It is thoroughly practical as both authors are men 
of wide experience in this work. Printed in large, easy to read 
type. Measures 5% x9 inches. Price $2.50. 

Sheet Metal Duct Construction 
By Neubecker 
A TREATISE on the construction and erection of heating and 
ventilating ducts, including the cutting and forming of the 
metal, the laying out of the elbows etc. A practical expert 
wrote this book and you'll find that it covers the subject thor- 
oughly. By William Neubecker. Bound in cloth, 194 pages, 
217 illustrations. Size 5% x 8\% in. Price $2.00. 
Sheet Metal Workers’ Manual 
A Naw book produced by the combined efforts of L. Broemel, 
a practical man, and the late Professor J, 8 Daugherty, in- 
structor in Sheet Metal Work at the Carnegie Institute of Tech- 
nology, Pittsburgh. Pattern drafting is ite biggest feature; not 
only tells how to make the pattern, but how to develop it with 
modern machines and tools; gives valuable assistance on sol- 
dering, brazing, welding, crimping, beading, straight, circular 
and irregular cutting, in fact covers every angle of the trade, 
Bound in leatherette; 500 pages; more than 400 pen drawings 
and illustrations. Price $2.00. 
Essentials of Sheet Metal Work and Pattern Drafting 
By Professor J. S. Daugherty 
NVALUABLE to the sheet metal worker, contractors and in- 
structor, as well as an elementary and advance course for 
vocational and trade school students and apprentices. Some of 
the subjects covered are pattern cutting, soldering, edging, wir- 
ing, radial line development, pipes, elbows, miters, pitched 
covers and flaring articles, pipe intersections and tee joints, 
181 pages, substantially bound in blue cloth; profuseful illus- 
trated. Price $1.50. y 
The Ventilation Handbook 
By Charles L. Hubbard 
PRACTICAL book designed to cover the principles and prac- 
tice of ventilation as applied to furnace heating; ducts, flues 
and dampers for gravity heating; fans and fan work for ven- 
tilation and hot blast heating by means of a comprehensive 
series of questions, answers and very plain descriptions easy to 
understand, Price $2.00. 
Kinks and Labor Savings Methods for Sheet Metal Workers 
Vols. 1 and 2 

OLUME I. There are hundreds of ideas and expedients, all 

contributed by sheet metal workers throughout the country, 
illustrated by cuts and original drawings. Cloth bound. Size 
4% x7 in. Price $1.00. 

Volume II written in same popular style as Volume I. Places 
at your disposal a comprehensive collection of ingenious ways 
of executing many practical tasks in much more simple way 
than if done in the regulation manner. Also contains special 
articles on Automobile Repairing; gives a very practical series 
of illustrated directions on erecting metal ceilings with ten 
guide rules which will save time, trouble and expensive mis- 
takes, Price $1.00. 
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This is a Great Age 
for Sheet Metal Men! 


EOPLE five become educated to the desirability 
of sheet metal. They recognize its permanence, 
beauty and safety. They appreciate its wide range of 
adaptability. They have confidence in sheet metal 


work. Rightly so! 





And now that you can offer Milcor Products in the fa- 
mous rust-resisting ARMCO Ingot Iron, there’s nosurer 
way to render honest service and to merit the confidence 
of your Trade, than by concentrating on this super- 
quality policy. Establish your shop in the mind of 
the public as the Milcor-ARMCO Shop and you are 





WE SELL 


MILCOR, Products 





Is Yours a Milcor ARMCO 
Ingot Iron Shop? 


Thousands of high class Sheet Metal yj are now opening 
under the ARMCO Ingot Iron SHOP PLAN, Milcor De. 

ers who enroll receive exceptionally valuable aid in advertising 
and merchandising. This Plan, plus ive Cooperation on 
your part, is certain to luce more business for you. Write 
for complete details. No charge for enrollment iding you 
a to sell Milcor Products made ARM Ingot Iron 
iaeoeen ou find the opportunity. All Milcor Products, in- 
cluding Metal Lath, are now available in the famous rust re- 
sisting ARMCO Ingot Iron. 


Milwaukee, Wis. 


“Your Trade Appreciates MfEGOR, Quality and Service’ 
MILWAUKEE CORRUGATING COMPANY 
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PRODUCTS IN ARMCO INGOT IR 


certain to cash in on this growing public approval of 
sheet metal. 


Every sheet metal man knows that the Milcor line in- 
cludes the best designed and finest made products ob- 
tainable. When you sell Milcor Products in ARMCO 
Ingot Iron, your trade is getting the height of quality. 
Profits and repeat business naturally follow. This is a 
great age for sheet metal men. Make the most of it! 


Kansas City, Mo. La Crosse, Wis. 
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